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Consider this Contract 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 
ance of a contented clientele. Look over 
and compare these terms: 


GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








Any natural death .......600000++ $ 500 
Any accidental death ............ 10,000 
Certain accidental deaths......... 15,00 
Accident benefits ........ $50 per WEEK 
(Non-cancellable) Wh : 
ae , en certain laudable results are 
Als Income, Wawer A be . . 
0 Dissbiitty Ine obtained in any line of business, there 


of Premiums, etc. 
must be a reason for them. 





You ask what is the reason for our 
ALL IN ONE POLICY success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
, ‘ are interested enough to wish to know 
Because your prospect quickly sees its advan whet the word “ LUS” implies nat 


tages, we have named this broad United Life con- . A z 
tract “A Policy You Can Sell.” In assuring your this connection, write me and I[’ll tell 


clientele’s future, it also assures yours. you. 








There may be an opportunity in your community. A. E. JOHNSON, AGENCY MANAGER 


If so, our Vice President, Eugene E, Reed, will 
CHICAGO NATIONAL 


tell you all about it. Write him direct—and directly. 
UNITED LIFE LIFE INSURANCE CO. 


AND ACCIDENT INSURANCE COMPANY 202 South State Street 
Concord New Hampshire Chicago, III. 





_f Inquire! i 

















Builders 
of 
Business 


If you have not used 
Kaufmann Systeman 
Security Holders you 
have a pleasant surprise 
awaiting you. For Kauf- 
mann Wallets will help 
you build business just 
as it is building busi- 
ness for hundreds of 
others. 


The Kaufmann Wallet 
is the best leather con- 
tainer on the market 
designed to provide a 
place for insurance poli- 
cies, bonds and other 
valuable papers. 


Until you have used it 
to deliver those extra 
policies you have not 
made use of the big- 
om dollar for dollar 
ife insurance business HOME OFFICE 

— on the market F. & M. BANK BUILDING 


The standard size is $2.25 


Geert rox dt fo Southern Union Life 
OF 





Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 





Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
a ter reaching the home 














Other wallets from 65¢ to 






































$5.00. 
E. L. KAUFMANN FORT WORTH, TEXAS 
Room 700, Austin Bidg. 
111 W. Jackson Boulevard J. L. Mistrot Tom Poynor 
CHICAGO, ILL. President Vice-President 
Telephone Wabash 3933 
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‘lom Wise sees in j 
Cooperation 


That magic power which wins success 


OR several months Tom Wise has been applying a perfect cooperation from the company which most 
F philosophical yardstick to the life insurance business. genuinely understands the problems the agent musi 
He has been measuring the ideal company connection face and the future he may hope for. That company 
for himself as an agent. He has been analyzing the is one whose executives know the field from actual 
qualities which must dominate the company with which first-hand experience and who are capable of leading to 
he can merge his dreams and his endeavors. a full realization of the possibilities in life insurances 


selling. 
His final and most comprehensive demand is for ce 


Such a company, he knows, can anticipate his needs and 
operation. : 


work with him to satisfy them. It will never fail hin 


Wise accepts no loose or linnted definition of that term. in the practical details of the day’s routine. From it he 
Cooperation, he believes, is not merely working to- can expect prompt service following all applications 
gether. Cooperation begins in a oneness of vision and He can count on its quick response to requests from 
carries straight through the tasks of every day to the policyholders. He can rely on it to help him make and 
final goal. It means planning together, understanding hold friends. In such a company he can expect to find 
together, working together, accomplishing together. that splendid esprit de corps which wins against all odds 


and which makes any task a delight to those who have 
united hearts and hands to accomplish it 


INTER-SOUTHERN LIFE INSURANCE Co. 


CAREY G. ARNETT, President Home Offices, Louisville, Ky. 
Capital, Surplus and Reserve for the Protection of Policyholders - - - - = - $13,563,462.03 


He believes that as an agent he can expect the most 
































Aesop 
and 
the Mask 


“‘Here’s a story about in- 
sides and outsides,’’ con- 
fided Old Man Aesop. 


**A fox had stolen into the 
house of an actor, and in 
rummaging about his 
various properties, found 
a highly finished mask. 
‘A fine looking head, in- 
deed,’ cried he, ‘What a 
pity it is that it has no 
brains.”’ 


“‘A fair outside is a poor 
substitute for inward 
worth, but in the Peoples 
Life you get both,’’ said 
Aesop. 





SEYMOUR STEDMAN 
President 
G. L. LUTTERLOH 
Secretary & Treasurer 
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DR. NOVAK OPPOSED 
TO NON-MEDICAL PLAN 


Medical Director 
land Assurance Sees But 
Few Advantages in It 


POINTS OUT THE DANGER 
Declares It Should Only Be Used When 
Geographical Obstacles Are 
of Real Moment 


Dr. k:dward Novak, medical director 
of the Eureka-Marvland Assurance of 
Baltimore, is one of the medical author 
ities connected with lite tmsurance who 
is opposed to writing applications with 
out medical examination Dr. Novak 
says in the house organ of the company 

There is no more live topic in_ the 
insurance field today than that of non 


medical insurance, by which is meant 


the issuance of ordinary policies with- 
out medical examination. We are ac- 
customed to industrial business being 


issued in this way; but the amounts in- 
volved here are small and the premiums 


relatively large in order to cover the 
high mortality actually experienced 
Pian “till on Trial 
It is interesting that although ap- 
parently in opposition to well estab- 
lished life insurance principles, non- 
medical insurance is claimed by the 


tather large number of companies prac 


tising it to be financially successiul. We 
believe that the plan has not been on 
trial a sufficiently long time to justify 


indiscriminate 
rhe proponents of non-medical insur- 
ance state that examinations entail de- 
lay 


and therefore are a handicap under 
competitive circumstances 


Its acceptance 


Second: It 
is said that many prospective purchasers 
of policies object to the inconvenience 
of medical examination. Third: That 
nearly: always the applicant is aware ot 
any medical impairments serious enough 


to be considered and that if the con- 
tract is so drawn up as to make all 
statements binding the company ts sut- 


heienfy protected; and finally: fgures 
are adduced to show that whatever ad- 
ditional losses are sustained by the com- 
pany as a result of not having any 
medical examination are more than bal- 
anced by the saving in medical 
and by the saving of administrative 
work necessary in connection with ex- 
Ininations 


tees 


Need A\nenes Cooperation 


In reference to the 
fact that a capable and diplomatic 
medical staff with the cooperation ot 
the agency staff can eliminate most of 
the delay in expediting business without 


first pomt, it Is 


sacrificing efficiency Also, the objec- 
tion that some people have to being 
examined is not deeply rooted and is 
easily overcome. Incidentally, this is a 
eld for useful educational effort 
Several thousand rejections and sub- 
ndard cases have heen analvzed in 


Eureka-Mary- | 


| SALE OF ORDINARY 
LIFE SHOWS DECLINE 


JULY AGGREGATE FALLS OFF 
Seventh Month of This Year Produced 
$22,053 Less Business Than Same 
Month Last Year 


\ccording to figures just released by 
the Life Insurance su- 


reau, the sale of ordinary life insurance 


Sales Research 


n the United States in July, 1927, was 
$22,053 lower than in July, 1926. The 
July, 1927, total was $680,076,000. Only 


in the last six years, according to 
Bureau, have sales in any month 
shewn a decrease from the preceding 
year. October, 1926, shows a 2 percent 
decrease over October, 1925, and July 
year show a 3 percent reduc 

over sales last July 
In the north 
nary lite sale Ss show a drop 
it In dollars, the total 
was $151,721,000 he greatest 
in the section was made in 
where the gain was 7 percent 
for Michigan to the 
vear was $205,816,000, 


twice 


the 


sales this 


east central states ordi 


sales lor this 


end ot 


Decreases Itemized 


sections of the country, the de 

year afe as follows New 
England states, 1 percent; Middl \t 
lantic, west north central and 
percent; west south 
south central, 
states show 


B 
r\ 
reases this 
Pacitic 
ntral j 
ceniralil, 


states, 5 
percent: 
The mountain 


cast percent 


an imcreast 





ot 1 percent over a year ago rhe south 
\tlantic states show a volume of busi- 
ness almost identical with that of last 
vear. 

Canada’s total purchases of ordinary 
hte for July this year total $39,962,000 
his amount is almost identical with 
sales last July. The largest increase was 
made in Manitoba, which leads the 
rovinces with a 10 percent gain. Brit 


olumbia made a gain and 


Quebec a 4 percent gain 


> percent 


Canadian Increase 7 Percent 


The total of 
rdinarvy life in 
of this vear is 
increase ot $17,920,000, 
ver the 
the provinces 
Saskatchewan 
seven months 


Canadian purchases 


the seven m } 
$286.838,000, This is an 
or 7 
seven months of 1926 
excepting Manitoba 
show a gain for the 


first mnths 
percent, 
All 
and 
first 


first 





the proportion of 
impairments discovered by questioning 
the applicant and the proportion re- 
vealed only through medical examina- 


order to determine 


tion. The general nature of the findings 
will be referred to in the following para- 
graphs 

Will Ceneeal Shorteo nas 





[he large majority of impairments 


ac knowledged by candidates cover such 
obvious things as overweight, under- 
weight and occupationa) hazard. When 


the applicant knows his physical short- 
comings he will more often than not 
conceal them. The average human con- 
science as regards veracity seems to be 
elastic when it comes to insurance. It 


is true that the M. I. B. will save us 
in many instances but in the others the 
(CONTINT ED ON PAGE 2S) 





FRATERNAL CONGRESS HAS | 


SPIRITED DISCUSSIONS 


NON MEDICAL IS CONSIDERED 


Sidney H. Pipe Offers Plea for Equal 
Privileges with Old Line Life 
Insurance Companies 


24.—The most spuir- 
National Fraternal 
convention in 
last 


con- 


BOSTON, Aug 
ited event of the 
Congress of America in 
Boston with some 400 
week, was the attempt to get the 
vention to go on record as favoring 
amendment to the fraternal laws in the 
several states permitting the societies to 
risks without medical examina 
After a two hour discussion a 
on the motion was defeated. 


delegates 


accept 
trons 
vote 


Wants Equal Privileges 


vice-president of the 
Order ot 
York 


Sidnev H. Pipe 
the Independent 
speaking the New 
conference bill advocated the same privi 
with regard to finances for tra 
ternal benefit societies was enjoyed 
by the old line tmsurance companies. 
The present restrictions,” he said, “un- 
der which fraternals operate tend to] 
compel them to charge higher rates than 
would be necessary if there were more 
freedom permitted in the management 
of the fiflances Sub-division of pre 
miums into an element and 
mortuary to accumulate 
funds in the mortuary re-| 
them with imsuthcient 
Fraternals are not al 
lowed to transfer surplus funds in the 
mortuary department to the expense 
fund. They desire the privilege of treat 
ing the premium n 
and to sub-divide it in the best interests 


congress, of 
Foresters, on 
le vcs 


as 


i 


expense 
element tends 
unnecessary 
serves and leaves 


expense mhargims 


' ‘ 
collected as an entity 


of their societies.” He recommended 
that the rate and valuation provisions ot 
the New York conterence bill should be 


revised to meet modern competitive con 
ditions and that a committee of the con 
gress be appointed to investigate thes 
and other matters and recommend such 


changes as will enable fraternal socx 
ties more easily to compete in the life 
insurance field 

New Officers Elected 


Inde pen- 
elected 


Toronto, 
was 


Sidney H. Pipe of 
dent Order of Foresters, 
president of the congress at the closing 
meeting Thursday. The other ofhcers 
selected were: Vice-President, E. J] 
Dunn, Chicago, president, Loyal Ameri- 


can Life Association: secretary-treas- 
urer, Thomas F. McDonald, Chicago; 
executive secretary, Miss Frances R 

Leahy, Chicago: executive committee, | 
John G. Snyder, Crawfordsville, Ind 

retiring president; Mrs. Frances C. Jak 

aboin, Reading, Pa., president First | 
Catholic Slovak Ladies’ Union; Judge} 
Thomas L. McCullough, Dallas, presi- 
dent, Practorians; Miss Mary O. Downs, 


Catholic 
Allen, | 


Chicago, president, Women's 
Order of Foresters; George R 
Topeka, Kansas, general counsel, Secur- 
Association: E. C. Lafean, 


ity Benefit 

Pittsburgh, president Junior Order 
United American Mechanics. Indica-| 
tions pointed to the selection of To- 
ronto as the place of holding the next 


annual convention. The executive board 
on the matter at the meet 
Chicago in February 


will act next 


“om 


COMPANIES FIND FARM 
LOANS ARE DANGEROUS 


Foreclosures of Mortgages Have 
Become More Numerous in 
Recent Months 


AGRICULTURE NEEDS HELP 


Great Basic Industry, Without Govern- 
ment Help Given Manufacturers, Is 
Now in Chaotic Condition 


NEW YORK, 


situation 


“4 Ihe 
large life com 


Aug Mivest 
the 


little 


ment with 


change trom 


the 


panies here shows 


what it has been during past few 


however, two notablk 
that the 


more concern 


There are . 
Che 


business ts 


vears 


exceptions first ts farm 


' 
hOan 


causing 
than ever to the companies, with the re 


sult that finance executives look more 
j}and more askance at them and in some 
instances have already begun to cut 
down their commitments materially in 
ithat tield. The second is the large tem 
porary investment of funds in bankers’ 
l}acceptances, which were made legal in 
| vestments for life companies here by an 
amendment to the state insurance cod 
last vear 

Desirable Short Term investments 

These bankers’ acceptances, which 
largely finance the movements of raw 


materials and foodstuffs, particularly in 
foreign trade, constitute the highest type 
of paper in the market and are 
employed here than elsewhere in 
country. The companies are making 
increasing use of them tor temporary 
nvestment of funds awaiting more per- 
manent investment in long-term securi- 
ties. Being the best of their type on the 
market, these bills naturally bring the 
lowest return of their kind, but their 
interest return is nevertheless relatively 
high. Although there have been three 
successive reductions since July 20, they 
now bring an average of 3% percent for 
30 to 90 day bills, making them very 
desirable short-time investments 


money 


nore 


the 


Swing Toward City Mortgages 


Investment in public utility issues is 
increasing as it has been in recent years, 
investment has been somewhat 
checked in municipal, state and federal 
government issues, almost all of the 
good issues of this type being too high 


but 


n price to yield the required interest 
\s tarm loan mortgages have become 
more unpopular, there has been a swing 
toward city mortgages, particularly 
those on developed business property 


and those given to assist in the building 
of homes and apartments of a modest 
haracter. In its last report, for instance, 
Metropolitan announced the author- 
ization of mortgage loans amounting to 
$5,860,000. With the exception of ap- 
proximately $420,000 for farm loans in 
14 states, the entire sum was for city 
loans, $3,640,000 being loaned on 418 
dwellings to accommodate 440 families 
nd $1,800,000 on seven business build 
(CONTINUED OWN PAGE 18) 
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DETROIT LIFE AGENTS 
HOLD. THEIR MEETING 


PROGRAM FOR CONVENTION 
President O’Brien Presided at the 
Business Sessions—Big Fellows 
Left on Lake Cruise 


The Detroit Life held its agency con- 
vention the first three days of the week 


in Detroit for both its clubs. The 
Quarter Million Dollar Club met with 
the $100,000 Club and then its mem- 


bers boarded the steamship “Octorara” 
on Thursday and will cruise until Wed- 
nesday of next week. There are 10 
members of the Quarter Million Club. 





O'BRIEN 
Detroit Life 


M. KE. 
President 


President M. E. O'Brien of the Detroit 
Life acted as chairman at the two busi- 


ness sessions. He gave the address of 
welcome. The response was made by 
General Agent Homer H. Darby of 
Flint. Superintendent of Agents D. G 
Neuber spoke on “Agency Building.’ 
Actuary FE. ( Wightman had as his 
subject “Home Office and Field.” J. 
J. Pattee, former sales director for the 


Newcomb Endicott Company, spoke on 
‘Salesmanship as a Profession.” The 
program for Tuesday's business session 
was as folows 

Conservation of Business George W 
Gorowitz, in charge of Conservation 
Fishman Agency 

“Vision’ John RK 
dent 

Fifteen Happy Years With the Detroit 
Life Morris Fishman, Vice-President 

Agency Plannine for Future Growth 

Andrew Gump, General Agent 

“Field Problems and Their Solution’ — 
© A General Agent, Lans- 
ing. 

Question Box and General Discussion- 


Walsh, Vice-Presi- 


Lamoreaux 


Willard E. King, Vice-President 

How to Get the Money and Wher 
Glenn H. Wilsor General Agent, Bay 
City 

“What Poli to Present Frank 8S 
Mack, General Agent 

Estate Analysis"—Edward F. Foley, 
Genera] Agent 

‘Approach \ragko F. Guck, General 
\gent 

Contact ane Business Louis E 
Norman, Fishman Ageney 

Summar \\ ird I; King V ice 
resident 

On Wednesda time me visited at the 
rome office 


Life Agents’ Policies 


At a recent conference 340 life insur- 
ance salesmen filled out a questionnaire 
as to their own life insurance holdings 
Here is the result 77 percent, limited 
payment life; 61 percent, ordinary life 
endow 


48 percent, tern 5 percent, 


annwuit 





THE NATIONAL 


McMAHON IN NEW POST 
WITH NEW YORK BANK 


LONG ACTIVE AS LIFE MAN 


Becomes Inactive Member of General 
Agency of National Life to 
Head Up New Work 


NEW YORK, Aug. 25.—Edward M. 
McMahon, general agent here of the 
National Life of Vermont, has become 
an inactive member of that organization 
to accept appointment as chief of the 
newly organized life insurance trust de- 
partment of the Equitable Trust of New 
York. This new department, the first 
of its kind in the country, opened for 
business Aug. 20 and gives additional 
recognition in a fo-mal way to the im- 
portance of life insurance in its relation 
to banks and their customers. Assisted 
by a staff of experts in their respective 
fields, Mr. McMahon will revote his 
entire time to the direction of this de- 
partment, which has been established, 
according to the official announcement, 
“for the purpose of assisting life under- 
writers and their clients in the creation 
of estates by contract, the reduction of 
lapse ratio thereon and the efficient ad- 
ministration thereof.” All facilities of 
the department will be available to any- 
one interested without charge or obliga- 
tion. 

Long, Successful Career 

Mr. McMahon has had a long and 
successful career both as a field man and 
an organizer. After graduation from 
the University of Wisconsin, he was 
general agent of the Northwestern Mu- 
tual at Madison from 1908 to 1912. Then 
as a partner of the famous Dr. Albright, 
he opened an office in Detroit and man- 
aged it for two vears. Desiring a 
wider business experience, he entered 
Chamber of Commerce work for six 
vears, organizing the local chamber at 
Madison and the state chamber tor 
Wisconsin, later becoming the execu- 
tive head of the St. Paul chamber. In 
1920-22 he helped to or®anize the 
Northwestern Casualty and Surety, of 
which he became vice president and gen- 
eral manager. Since that time he has 
been general agent here of the National 
Life of Vermont, building up a large 
production both as a general agent and 
a personal producer. 


Will Not Sell 


“The Equitable Trust has realized for 
a long time the need of some method of 
meeting the problem of conserving the 
estates created by life insurance,” de- 
clared Vice-President Joseph N. Bab- 
cock in outlining the operation of the 
new department. “It has been esti- 
mated that money lost to investors 
through fraudulent investment amounied 
to approximately %1,000,000,000 during 


the past year, and fully half of this 
amount was taken trom the residents 
ot this state. The loss of this great 


sum of money represents more than a 
mere waste of funds; it runs into the life 
and welfare of millions of widows, or- 
phans and inexperienced people, creat- 
ing sorrow and hardship beyond any 
conceivable estimate 

“The Equitable Trust Company, by 
the establishment of an insurance trust 
department, hopes as time goes on to 
contribute to the conservation of money 
left by provident men and women for 
the protection of their families. We are 
not in any sense entering the field ot 
selling or soliciting insurance as such 
On the contrary, we plan to provide a 
cooperating and coordinating agency to 
which all msurance companies, through 
their agents or underwriters, may turn 
in complete confidence that they will 
receive nothing but helpful cooperation 

“It is our aim to work with the insur- 
ance companies and their representa- 
tives and independent underwriters, and 
assist im increasing the interest of the 
\merican people in insurance, our part 
work being directed more to th 


| 
nm the ‘ 





UNDERWRITER 


RESEARCH BUREAU HAS 
ONLY FIVE VACANCIES 


TWO MORE SCHOOLS PLANNED 


Enrollment Limit for School Preceding 
National Convention at Memphis 
Has Been Increased 


Only five vacancies remain tor the 
managers’ school to be conducted by the 
Sales Research Bureau in Philadelphia 
Sept. 27 to 30. It has been found nec 
essary to limit the total enrollment ot 
these schools, and also the nember of 
revistrations from individual companies 
Enrollments are being received for two 
mere schools te be held this year, on 
at Memphis just prior to the National 
Association meeting and one in Detroit 
Nov. 7 to 10. 

Because of the request of the National 
Association, the enrollment limit for the 
Memphis school has been increased to 
60. It is expected that many general 
agents, managers and supervisors who 
are planning to attend the Asscciatic: 
convention will arrange to be in Mem- 
phis Oct. 10, in order to attend this 
school. 

Five Sessions Planned 


The school will consist of two ses- 
sions on Monday, two on Tuesday and 
one on Wednesday morning, thus per- 
mitting those in attendance to be pres- 
ent at the first meeting of the National 
Association. Those managers who vill 
attend the convention and are planning 
to enroll for the school are advised to 
notify the Bureau immediately in order 
that their registrations may be received 
before the limit has been reached. 

As the Sales Research Bureau is a co- 
operative organization and is made pos- 
sible through the pooling of experiences 
of 116 member companies, its executive 
committee has decided that representa- 
tives of member companies will reccive 
first consideration for enrollment 

The school will cover principles of 
organization and management, plans 
which successful managers have _fol- 
lowed in developing their organization, 
and details on such subjects as finding 
agents, training, financing, supervising, 
use of old policyholders for new busi- 
ness, and the reduction of lapses. The 
last session will be devoted to a sum- 
mary of the principles and plans used 
by successful managers. 


conservation of the estates created by 
insurance rather than to the details of 
the policies themselves, although our 
facilities and experience will always be 
placed at the disposal of our customers 
as well as of insurance companies and 
their professional representatives in the 
solution of insurance problems.” 


AETNA LIFE APPOINTMENTS 


NEW YORK, Aug. 25.—The Aetna 
Life announces that Roscoe H. Keffer, 
formerly general agent of the company 
at Scranton, Pa., and more recently 
general agent here with headquarters in 
the new Transportation building at 225 
Broadway, has been transferred to take 
charge of the company’s general agency 
at 100 William street to succeed Gerald 
\. Eubank, whose recent resignation 
followed close upon that of Hugh D 
Hart, his former partner in the famous 
combination of Hart & Eubank. At the 
general agency in the Transportation 
building Mr. Heffer is succeeded by 
Edwin A. Mueller. assistant general 
agent, who was formerly connected 
with the Hart & Eubank organization 
oth appointments are effective Oct. 1. 
No announcement as to their future 
plans is yet forthcoming from Mr. Eu- 
bank or James R. Brown, who also 
resigned here recently as general agent 


of the Aetna Lite, nor has Vice-Presi 
dent Luther vet announced his choice 
of Mr Brow n’s successor 
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TWO COURTS DIFFER IN 
VIEWS ON JURISDICTION 


QUESTION FUTURE LIABILITY 


Arkansas Supreme Court and U. S. Cir- 
cuit Court of Appeals Express 
Opposite Opinions 


Whether tuture liability under an it 
surance policy which would in the ag- 
gregate exceed $3,000 is sufficient to give 
federal courts jurisdiction is a question 
that has recently come before two high 
tribunals. ‘These cases, which are di- 
gested by the American Life Conven- 
tion’s Legal Bulletin, were decided dif- 
ferently. 

The Arkansas supreme court in the 
case of the Standard Life vs. Robbs, 
decided June 27, 1927, held the federal 
courts had jurisdiction, while the United 
States circuit court of appeals, fifth cir- 
cuit, in Wright vs. Mutual Life, on May 
11, 1927, took a directly opposite position 
on practically the same points of issue. 

The Arkansas high court held that 
the face of the policy, $5,000, although 
payable in monthly installments, gov- 
erned court jurisdiction, while in the 
second case involving a $3,000 policy, 
also payable in monthly installment the 
high federal court judges ruled that the 
installments due governed and on that 
theory reversed the district court and 
instructed the action be remanded to 
the state court. 


What Federal Court Held 


In the circuit court of appeals case 
it was held that “the amount in contro- 
versy was the amount for which bene- 
ficiary could recover judgment. It is 
true that the question was involved 
whether company was liable for double 
indemnity on past due installments, and 
that a decision upon that question would 
work an estoppel as to liability for fu- 
ture installments in an aggregate amount 
which would exceed the jurisdictional 
amount of $3.000, but the collateral ef- 
fect of a judgment is not the test of 
iurisdiction Quoting New England 
Mortgage Co. vs. Gay, 145 U. S. 123: 
‘It is well settled in this court that, when 
our jurisdiction depends upon the 
amount in controversy, it is determined 
by the amount involved in the particular 
case, and not by any contingent loss 
either one of the parties may sustain by 
the probative effect of the judgment, 
however certain it may be that such loss 
will occur.’ ” 


Arkansas Court's Position 


In the Arkansas company 
contended that insured had committed 
suicide within the one-year exception in 
the policy, while beneficiary pleaded 
that the policy was incontestable be 
cause of the expiration of one year be 
fore suit had been started. The court 
did not pass on the questions raised as 
to the suicide exception provisiom or ap- 
plication of the incontestable clause, but 
confined its opinion to the question of 
jurisdiction and the right of removal to 
the federal court. On that point it held 

“(1) The right to remove from. a state 
court to the federal court exists in cases 
of diversity of citizenship ‘where the 
matter in controversy exceeds, exclusive 
of interest and costs, the sum or value 
of $3,000." (2) Where payment is re- 
fused and suit is brought to recover 
installments, although judgment could 
not be rendered for the whole amount 
of the insurance, vet the liability of the 
company, so far as put in 
issue by the pleadings, is determined as 
to the whole policy, although the face 
value thereof is payable in monthly in 
stallments.” 


case the 


IMNsurance 


Arthur Johnson 


Arthur Johnson has been appointed 
eeneral agent of the Home Life of New 
York in Boston. He has recently been 
connected with the Columbian National 


Life in New York 
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OLD LINE LIFE HOLDS 


ANNUAL CONVENTION | 


Darby A. Day, of Chicago, Is 
Leading Speaker at Milwaukee 


Meeting 
SALES PLANS DISCUSSED 


D‘strict and General Agents Tell About 
Their Methods of Securing Appli- 
cations for Insurance 


MILWAUKEE, Aug. 24.—Life 


surance is an institution upon which the 


in- 


foundation of the nation will rest, and 
every life insurance salesman must 
realize that he is building for such an 
nstitution, the field force of the Old 
Line Life of America was told at its 


ummmual rally im Milwaukec Tuesday 


afternoon, by Darby \. Day, general 
went for the Union Central Life in 
(Chicago. The first duty of a life insur- 


ance salesman is to select a company he 
vishes to represent, Mr. Day said. “Find 


- 
the reason why you can subscribe to 
that company. Make up your mind that 
the company you select has something 
that is better than any other company. 


Believe in the principles as laid down 
and followed by the company you 
choose to represent, and have faith in 
its officers. 


Competitor Is Friend 


“When I think of a competitor | think 
of him as a friend, one who is helping 
me to build the institution of which | 
speak. Get the idea of this and sell 
principles of your company rather than 


ot 


a commodity. You will acquire a force- 
fulness which comes only from a con- 
viction in your own heart, and when 


you have this forcefulness you will have 
power, and you can sell insurance. When 


you are in the field remember you are 
not only the representative of your com- 
pany but you are the company itself 
Feel this and become convinced of it 
and you can sell your company. Have 
faith and confidence in the officers and 
in everyone in the company 

Mr. Day outlined what he would do 
if he were an agent in a rural commu- 
nity. He said that he would take all the 


roads leading out of a town, go over 
the people on these roads with a mail 
carrier and compile a_ directory He 
would then get directories of all the 
towns around. These would provide 
names for a mailing list, and he would 
take every opportunity to circularize 
these names, until his name would be- 
come a by-word in the entire section 
Advises Circularization 

General and district agents of the 
company were on the program for the 
rest of Tuesday afternoon, outlining 
sales methods thev use in selling lite 
nsurance. Sales resistance can lhe 
greatly reduced if the agents send in 
names of prospects and inquirv cards 


to the home office to be circularized, ac- 


cording to N, Gust Hartberg. He also 


advised calling on the policyholder at 
least once a year to give him service 
ind try to sell him more life insurance 
Names of friends and relatives can be 
secured from policyholders which will 
torm a good prospect list 

Che first policy is the most important 
me ina family, R. L. Kingston told the 
held force, for on the way it is sold 
epends whether one can sell the entire 
amily. Generally, the whole family can 
” sold at one interview if the agent 
goes at it right. The proper way is to 


deliver the policy personally, explain the 
contract fully, and the policyholder will 


LIFE INS 
PLAN FOR CINCINNATI 
MEET OF COMMISSIONERS 


| COMMITTEES ARE APPOINTED 


Rapidly Shaping Up Details of Four- 
Day Session to Be Held 
Sept. 26-29 


[he general committee at Cimecmnati 
in charge of the entertainment features 
| for the Insurance Commissioners Con- 
vention, which meeting will be held 
there Sept. 26-29, is rapidly formulat- 
|} ing its plans. The general committee 
consists of W. C. Safford, Ohio insur- 
ance superintendent, chairman; ( F. 
Williams, Western & Southern Liie: 


president, Union Cen- 
tral Life; J. W. Scherr, president, Int 

Ocean Casualty; Vice-President b. G. 
Dawes, Jr... Eureka-Security Fire; R. Fr 
| Rust, secretary, Union Central Life; 
| John W. Pattison, vice-president, Union 
| Central Life; John L. Shuff, general 
agent, Union Central Life; E. J. Wohl- 
| gemuth, president, The National 1 

| derwriter: S. M. Cross, 
|umbia Life: Frank M 


| 
| 
| John D. Sage, 
| 
| 
| 


president, Lol- 


Peters, presi 


| dent, Federal Union Life: Laureice ¢ 
Witten, general agent, Massachusetts 
| Mutual Life; T. W. Appleby, presidem 

Ohio National Life; F. O. Valentine, 


general manager, American Linbility; 
Max Salzer, president, Cincinnati Life 
Underwriters’ Association; W. A. Earls, 
Cincinnati local agent; Captain J. j 


Conway, superintendent, Cincinnati 
Salvage Corps; Judge William Lueders, 
director Western & Southern Lite; Eu 
gene R. Buss, general agent, Travelers 


Committees Are Named 


Phe reception committee consists of 


Mr. Shuff, chairman, Mr. Dawes, Mr 
Witten, Mr. Salzer, Mr. Valentine, Mr. 
Williams, Captain Conway, Mr. Buss 


and Roger Burlingame. The registra- 
tion committee consists of Mr. Scherr, 
chairman and Mr. Wohlgemuth th 
sports committee consists of Mr. Sage, 
chairman, Mr. Cross and Mr. Peters 
Monday evening entertainment com- 


mittee consists of Mr. Safford, chair- 
man, Mr. Williams and Attorney H 
L. Conn of Columbus. The automobile 
and transportation committee consists 
of Mr. Earls, chairman, Mr. Cross and 
Mr. Appleby. The dinner dance com- 
mittee consists of Mr. Shuff, chaimman 
and Mr. Peters rhe committee for 
the entertainment of women, consists 
of Mrs. Joseph Button, chairman, Mr 
and Mrs. John D. Sage and Mr id 
Mrs. John L. Shuff The burgoo and 
farm outing committee consists of Mr 
Williams, chairman: Mr. Saffordand Mr 


Earls rhe boat ride committee is 
Judge Lueders, chairman; Mr. Safford, 
Mr. Williams and Mr. Peters Phe 
committee on badges, souvenirs and 


printing, consists of Mr. Rust, chairman, 


and Mr. Appleby 
five points which an agent should bear 
im mind ‘A program should be sold 
and not merely a contract; write the 
plan that wives the most benefits for the 
case at hand, even though vou have a 
particular preference for another policy 
do not talk too much on death insur 
ance, because young pe le do t want 
to think about it, but do talk thrift and 
the idea of saving to them: be sure t 
see every member of the family and 
have an interview with the whole fa 
ily en delivering the policy: and ex 
tend service at all times even whe there 
Ss no apparent return to you.” 

H. P. Davis, who was cashier in a 
bank prior to entering the life insurance 


business, told how he had a part-time 
contract with = the Old l 11 | ite ind 
ifter on that 
learned that he 


=¢ Thin wv bas ~ tor a time 


making more, com 
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PRESIDENT O. J. ARNOLD 
ADDRESSES CONVENTION 


DETAILS ACCOMPLISHMENTS 


| 
| Chief Executive Tells Agents Good 
Record Was Made Last Year— 





Future Is Forecast 
1 thw 4 re the aus c\ onvel 
tik of the Northwestern National Life 
it Yelk Wston Park Wednesday of 
this week, O. J Arnold, president of 
the company, outlined last year’s record 
of the company and made some fore 
casts of the future His address was 


1 part as follows 
“During the _— twelve 

nding June 30 last, the 

d to experience a 

v—under 45 nt—attesting the 

which medical t 

d, turther 


fact that of the 


-month period 
com 


tavorable mor 


any col 
perce 
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business submitted 
1.6 


cent was postponed or declined 41.58 


during that 12-month period but 


percent suULS 

‘] direct vour attention to the increas 
ny ethciency of |} 
as reflected in the item of ex] 


inagenic 


nt In this I refer not t 
skill in solving underwriting 
oblems 


skill ™ the 





ment, but t 


e tocused on eco n " 1 efficienc 
igement 


Lapse Hatio Improves 


reducing 


Chis work plays 


e¢ matter ot 
an important 
nly im our gain in insurance in force 
mut also in the reduction of oper 


months ending lune 





10Ons, the company's statement will show 
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Oooo Ooo surplus t pol 


wit over & ' 


Year's tInerense Gratifying 
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isually tell about brothers, sisters and 
trends who have no insurance 

I W. Weber. who also talked on 
Insuring the Whole Family.” gave 


Was 
paratively, through life imsurance than 
in the banking business, so he entered 
on a full-time basis 
\ sales argument whic! s verv et 
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SALE OF ANNUITIES 
SHOWS INCREASES 


Some Companies Report That Con- 
tracts Are Growing in Favor, 
But Not Very Rapidly 


GAINS FOUND SCATTERED 


Most Agents Fail to Show Enthusiasm, 
and Sell Only Now and Then, 
When Prospect Makes Request 








NEW YORK, Aug. 24.—Due to more 
fiective and neentrated efforts im the 
v a few companies, public interest 
es 1s creasing, according to 
‘ wot al re t ‘ lite companies 
ere But they qualify that statement bs 
d | i i‘ ul sales of annuities are 
cas w s IAs is sales vt date 
cet | ws ener number ‘ 
tracts writtel The records « 
nies ere show that more 
‘ ire being sold than were sold 
0 vears ag but that they do 
t represent a higher percentage of the 
i usiness placed on their books im 
‘ is ew years 
On t other hand, a few conipames 
tably the Phoenix Mutual Life, have 
cen their annuity business imcrease in a 
teworthy manner. In its statement tor 
st i t this vea the Phoenix 
Mutual drew particular attention to the 
eased single premium and annuity 
i siness it the « npany, stat 
w that tire increase in this ciass O 
ess « me the rst six months ot 
: ear was 40 erce greater than 
‘ €s id rn I ist cal 
New Veork Ageney Shows Gain 
( enting s statement for the 
vasaw e, the general agency 
t the | enix Mutual here stated that 
i the agency s wed a slightly 
ate crease for the same period ol 
‘ he rease was due not so much 
vreater number of annuity con- 
acts tte is to the larger amounts 
few individuals During 
¢« the agency sold one annuity tor 
s200,.000 i ‘ 1" re thar 
iMnMe 
\? \ it tt ‘ il 
‘ ist es s the resent 
sta the stock ! arket 
irst class securities are selling at a very 
wh price and s« s below that class 
‘ suffer w < : and downs 
i ile iva « we \ . 
nel ‘ T wt i ws as ft ‘ 
Te ‘ itis t pr ~ ‘ et te 
, ‘ ‘ \\ ‘ ] nee 
Equitable Hepeorts lLacrease 
i ‘ } quita ‘ l ‘ New k bs 
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. ce stea i g its annmutts 
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‘ cate tt s awents 
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HAMILTON 


as first Secretary of the Treasury, exhibited the 
highest form of financial genius in bringing order 
out of chaos and establishing a sound basis of 
banking operations in the United States. Finan- 
cial problems today often prove very serious 
obstacles to the progress of life insurance 
salesmen. 


First-premium notes are worries that occasionally as- 
sume serious proportions in the operations of con- 
sistent producers of new business. Undependable or 
unstable discounting connections add to the sales- 


man's problem of financing. 


No handicap is experienced by American Central rep- 
resentatives who qualify for membership in the Com- 
pany’s Agents’ Fund. These men have the assurance 
of clear net accounts, working capital, and a friendly 
discounting service that is available every day in the 


year, regardless of economic conditions. 


—. a 


CREDIT TRAINING is an added feature of this 
fifth step in the American Central Plan. Credit 
train'‘ng means better prospects, sounder selling, 
good collections—a sure road to success when 
coupled with the convenient disposition of first- 
premium notes through the Agents’ Fund. 


ESTABLISHED ia9a. 


AMERICAN CENTRAL 
LIFE 


NSURAN( OMPANY 
INDI ANAPO Lis 




















UNDERWRITER 


lferred annuities guaranteeing a certain 


fixed income after a specified date in the 
future and continuing for life. These 
may be purchased by a single payment 
or by a series of annual payments. The 
cash refund annuity provides that if the 
annuitant dies before he has received an 
amount equal to the purchase pri¢e of 
the contract, the difference is paid in a 
lump sum to some named beneficiary. 
Medical examination is required for the 
impaired life annuity, which provides a 
larger income than ordinary forms, the 
increase being based on the character 
of the annuitant’s impairment. 

But in spite of noteworthy increases 
made by a few companies here and 
there, most companies do not find their 
annuity business especially flourishing. 
One most important reason for this is 
that these companies are not “annuity” 
companies—that is, their rates for this 
class of business are relatively high. As 
regular annuity contracts are pretty 
much alike in all companies, the selling 
of annuities is largely a matter of rates 
The purchaser, as in making any other 
investment, naturally seeks the most for 
his money and goes—usually of his own 
volition—to the company with the low- 
est rates. Consequently, companies with 
higher rates make little effort to get the 
business, 

Agents Partly at Fault 


\gain, most agents do not push an- 
nuities as the commissions paid on them 
by most companies are smaller than on 
lite insurance policies. Prospective an- 
nuitants are few and far between, so 
annuities are sold more or less inciden- 
tally while the agent is canvassing tor 
insurance prospects. While it is true 
that most annuitants sell themselves on 
the idea without the help of the agent, 
more annuities would probably be sold 
if agents were more enthused and in- 
formed about them. 

One general agent said his experience 
had been that many well-to-do men are 
very triendly to the annuity idea when 
first approached but that they almost 
invariably react against it later, when 
the question of rates comes up, usually 
feeling they could invest their money 
almost as safely and with much higher 
interest return in other things. In this 
day of prosperity and expansion it is 
difficult to persuade most men to buy 
absolute safety of investment by sacri- 
ficing one or two points in interest re- 
turns. 


Favor in England Explained 


Suggesting an explanation of the 
much greater popularity of annuities in 
England than here, another general 
agent said that it might be because the 
attitude in England was “every man for 
himself.” As he had been left no insur- 
ance, why should he carry insurance for 
others? On this side most men are in- 
terested in providing advantages so that 
their children may rise in the world. 
There is far less of a caste system. 
There is less of a feeling of selfishness 
and more of a desire to provide for 
others as well as for themselves in the 
future. For a family man with such feel- 
ings—and most men are family men and 
have such feelings—there is no better 
buy in the world, declared this general 
agent, than an ordinary life policy. 

Phoenix Shows Gains 


The Phoenix Mutual Life has had a 


|remarkable growth in this particular 


class of business, steady and persistent 
gains having been shown year by year 
during the past tive vears and a very 
notable forward stride being shown in 
the first half vear’s report for 1927. In 


| the first six months of 1927 the annuity 


premiums of the Phoenix Mutual to- 
taled $1,790,576, compared with $1,279,- 
609 in the same period of 1926, an in- 
crease of over 40 percent. This increase 
follows a series of annual increases in 
the preceding five years, the annual to- 
tals being as follows: 1922, $569,346; 
1923, $922,149; 1924, $1,174,580; 1925 
$2,227,694; 1926, $2,648,659: and for 1927 
the total will be far in advance of last 


| vears’ figures. 


In commenting upon the growth of 
this class of business, Mr. Clark Ter- 
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rill, assistant secretary of the Phoenix 
Mutual, says, “In our judgment our in- 
crease comes about from the fact that 
we have very favorable rates, but also 
we have an increasing interest in this 
form of security. Our representatives 
are becoming more interested and are 
more alert for opportunities where the 
annuity contract will serve the client. 
3ankers and trust officers are becoming 
more familiar with the annuity and are 
recommending it. Our experience is 
that the straight life annuity is _ pur- 
chased in a very large percentage ot 
cases, at least 75 percent or more. The 
desire ‘of the purchaser seems to be to 
get as much comfort out of the princi- 
pal as possible during life and to be 
certain that the time will never come 
when the purchaser will be without an 
income. Furthermore, purchasers seem 
to like the feeling that they will be free 
from money worries. They are relieved 
from all supervision or care of the in- 
vestment and at regular intervals they 
receive their check from the insurance 
company and they have full confidence 
the check will always come to them 
without fail. Another factor probably is 
the declining yield of first class invest- 
ments. It is our opinion that the pres 
ent volume of annuity buying is not 
temporary. We expect that it will con- 
tinue and increase as the public becomes 
more familiar with this form of certain 
income and as the yield on choice in- 
vestments decreases, as economists seem 
to think it will within the next 20 vears.” 


INTER-SOUTHERN LIFE 
SHOWS FINE PROGRESS 


LOUISVILLE, Aug. 25.—The Inter- 
Southern Life has apparently downed 
its difficulties of last year, and is show- 
ing rapid progress under the new or- 
ganization headed by Carey G. Arnett. 
In a recent statement the company 
claimis its greatest six months in history, 
during which time it had submitted in- 
surance of $27,247,255, or more than 
in any other six months in its history. 
This was a gain of 119 percent over 
the same period of last year. In all 
but one state the amount of business 
this year was greater than that of last 
year. In Kentucky the increase was 
354 percent, which shows quite clearly 
that Kentucky has confidence in its 
home company. The number of agents 
writing for the company has_ been 
nearly doubled. In July of this year 
$6,096,850 of written business was added, 
and represented the largest month of the 
year, exceeding July of last year by 45 
percent, and with but one exception the 
largest month in the history of the com- 
pany. The company is now showing 
capital, reserve and surplus of $13,- 
563,462.03. 


Effort Improves Collections 


In a recent issue of the Northwestern 
National News, organ of the Northwest- 
ern National Life, President O. J. Ar- 
nold analyzed his company’s experience 
under the “Get a Settlement with the 
Application” campaign started July 1 
last vear. In the three months succeed- 
ing that date, settlement with the ap- 
plication was reported on 60 percent of 
the business. In the next succeeding 
quarter, settlement was reported on 64 
percent of the business. In the last 
half of the vear, the percentage of set- 
tlement with application was 72. For 
the year as a whole, the percentage was 
70. On 39 percent of the business, cash 
was received with the application. On 
31 percent of it, a note-settlement or a 
cash and note settlement was made. Mr 
Arnold says it is reasonable to expect 
that during the next year the percentag 


) 


of settlement will run well above 72 


Central Life Men on Trip 


\ score of local members of the 
$125,000 Club of the Central Life of 
lowa and their wives are en route on 
a six-day trip to Chicago, Detroit, Niag 
ara Falls, Montreal, Quebec and Thou- 
sand Islands this week as reward for 
their sales records during the vear just 
closed. 
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IDDEN beneath the 
H great Cross on a Cru- 

sader's shield was a 
strangedevice which, though 
out of sight, was never long 
forgotten. It was anemblem 
dear to any fighting man. It 
was the heraldic symbol of 
his noble birth, his family 
coat-of-arms. 


For it, he lived—and for it, 
he was ready to die. Yet, 
when the Crusader's oath was 
upon his lips, he calmly. drew 
over his shield and its pre- 
cious emblem, a cloth which 
bore a symbol common to all 
men of the same high pur- 
pose. 

To this greater cause, he thus 
gave much. But from it, he 
gained far more! Wherever 
he went, his Cross of snowy 


white or fiery red was recog- 
nized—and UNDERSTOOD. 


— 
Gone are the Crusaders of 
old. In their stead, we have 
the modern Crusaders—the 
field representatives of our 
various insurance companies 


Ye, 


—champions of the unpro- 
tected, whose deeds too often 
g° unsung. Theirs is a splen- 

id cause. They spread hap- 
piness, freedom from care, 
and sure protection against 
poverty and want. 


But, unlike the ancient Cru- 
saders, these modern Crusa- 
ders— though enlisted in a 
common cause—do not have 
a common symbol that is in- 
stantly recognized and re- 
spected for what it means. 


Doubly fortunate, therefore, 
are Phoenix Mutual men. 


3 
x. 





Their symbol] is the seal of 
their Company—their pass- 
port, the traditions for which 
it stands. 


Through national advertis- 
ing, the seal of the Phoenix 
Mutual is continually being 
carried into millions of 
homes. It is being seen —and 
UNDERSTOOD. 


Hence, no matter where 
Phoenix Mutual men go, the 
seal has gone before them— 
and with it, the good will 
which comes of an estab- 
lished reputation for unself- 
ish service, sound advice, and 
expert counsel 
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NYLIC INCENTIVES and AIDS TO SUCCESS 











ACN \es: 


They Talk the Same 
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#) ... Language... 

. ¢ Nothing contributes more to the development of s 
©, efficiency in any organization which appeals to © 
* the public, than a clear understanding between rep- ¢ 
Ee resentatives in the field and Home Office Executives. © 
Cy e 
RS In a life insurance company, the Home Office must % 
Fy know the agent’s problems, if they are to be dealt ‘ 
. with fairly and effectively. ® 
Ei I Nylic Agents have no difficulty in making their e 
B field problems understood at the Home Office. S 
: g And this is not strange; for the majority of the $ 
e Executive Officers, including the President, have s 
KS had practical experience in field and Branch Office 3 
2 work. © 
5 I So they “talk the same language”—field men and ‘ 
5 executives alike. And you don’t hear Nylic * 
. Agents saying, “Our officers can’t get the agent’s % 
D point of view because they have never had field ex- k 
perience.” 
5 ¢ Common experience begets mutual understanding % 
: which in turn begets confidence; and confidence % 


begets strength. 


There is probably no life insurance company be- 

tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 
ence. 
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| Is it any wonder that, measured by 
| usual standards, Nylic agents are 
| industrious, persistent, satisfied 

| and happy? 
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on the site of the famove old 
Medison Square Gerden 
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| New Heme Office Budding now being erected 
4 
! 
‘ 












TIO) 


Tinh 18 


NEW YORK LIFE INSURANCE COMPANY 


a 
L 








DARWIN P. KINGSLEY, President 3 
| 346 BROADWAY, NEW YORK ° 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 














LIFE OFFICERS PLA 
FOR ANNUAL MEETING 


PROGRAM IS NOW ANNOUNCED 


General Themes for Two Days’ Con- 
vention Are “Agency Officer— 
His Job” and “Conservation” 


The preliminary 
11th annual meeting of the Association 
of Life Agency Officers and the sixth 
annual meeting of the Life Insurance 
Sales Research Bureau to be 
the Edgewater Beach Hotel, Chicago, 
Nov. 1-2, is announced. H. H. Arm- 
strong is chairman of the 
committee of the Life Agency Officers 
and E. J. Harvey of the North Ameri- 
can Life of Canada is vice-chairman. M. 
Albert Linton of the Provident Mutual 
is chairman of the executive committee 
of the Sales Research Bureau and W. J. 
Arnett of the Volunteer State Life is 
vice-chairman. The program is as fol- 
laws: 

Tuesday, Nov. 1 

Chairman, H. H. Armstrong, Chairman 
Executive Committee of the Association 
of Life Agency Officers. 

Theme—The Agency Officer—His Job. 

Agency Visits—Planning visits to new 
and old agencies, and open territory; ma- 
terial reviewed before trip; time spent 
in agencies; securing information and 
ideas for future use; using theme of 
moment; adjusting time and procedure 
of Home Office Supervisors. 

Cooperation of other officials and de- 
partmental heads in Agency Department 
problems. Meetings of department heads: 
visits of department heads to agencies 

Employment of Definite Methods in 
Agency Office. Education; standard ap- 


proach; use of prospectus book; pre- | 
liminary interviews; daily reports; daily | 
check-up; weekly audit; use of time 


and equipment; statistical data: agency 
meetings. 

Tuesday Evening—Annual banquet 

Wednesday, Nov. 2 

Chairman, M, A. Linton, Chairman Ex- 
ecutive Committee of the Life Insurance 
Sales Research Bureau. 

Theme—Conservation. 

Conservation—New Report on Conser- 
vation; Bureau's exhaustive study of 
business that persists; carefully pre- 
pared discussion of problem; viewed by 
Home Office; conservation as tield prob- 
lem; ways in which Home Office may as- 
sist field in conserving business. 

Manager's Manual, Part V—The fune- 
tion of the manager in producing busi- 
ness Which renews; basic factors leading 
to such results. 

Report on study of how life insuranc: 
may be described to the public through 
advertising and similar channels 


Joins Group Association 


The Union Labor Life of Washing- 
ton, D. C., has been elected a member 
of the Group Association, 
Graham, chairman of the association, 
has announced. When the Union La- 
bor Life started in business last spring 
it announced its intention of doing a 
large amount of business in the group 
field, with particular emphasis on the 
labor unions 





Mid-Continent Life Starts 


The Mid-Continent Life of Mt. Ver- 
ron, IIL, has been organized as an in- 
vestment company, the main 
being W. G. Williams of that citv. The 
incorporators, aside from Mr. Williams, 
are Harry H. Brooks of Mt. Vernon, 
Dr. T. A. Clark of Mt. Vernon, E. E 
Randel and F. E. Schooley of Moun- 
tain Grove, Mo. 


Passes $250,000,000 Mark 


The Acacia Mutual 
the $250.000,000 mark in insurance in 
force. This company, which limits its 
risks to members of the Masonic frater- 
nity, was originally started as a fra- 
ternal society, but has since 1900 been 
conducted on the legal reserve basis. 
and its organization was in 1922 changed 
so that it now is a mutual old-line com- 
pany. 


Life has passed 


program for the | 


held at | 


executive | 


William J. | 


factor | 
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MUTUAL TRUST AGENTS 
IN YELLOWSTONE PARK 


MEETINGS HELD IN EVENING 
Many Talks Were Scheduled by Com- 
pany Officers and the Men in 
the Field 





The Mutual Trust Life is holding its 
| agency convention this week in Yellow- 
stone Park. The first meeting was held 
in the evening of Monday. Vice-Presi- 
dent Carl A. Peterson gave the address 
lot welcome. Morris Greenberg, the 
| agency club president responded. The 
rest of the program was as follows 
| Old Faithful Lodge 
August 23 
Chairman—A. B. Slattengren 

How to Talk “Preferred Risk” 
Not Sell It—H. S. Blaich. 

What a Small Policy Will Do—L. H 
Minkel. 
| Mutual Trust vs. the 
|} John H. Ehn. 
| Direct by Mail Service—Walter Hal» 
| nicht. 

Disability and Double Indemni 
|Carl A. Peterson, Vice-President 

Income Insurance—L. R. Lunoe, Mar 
ger New England Department. 

Income Endowment at Age 65—Olive! 
Rh. Aspegren. 
Selling the 
Creason, 

Selling the Man Past 40—A,. E. Thon 
son 

Presentation of Service Buttons AR 
Slattengren, Secretary. 


Big Fellows 


Young Man—Walter \ 


August 24 
Chairman—A. E. Wilder, Director «of 
Agencies 
Casting My Lot—M. D. Avgearn 
A Half Million—Paul E. Waltor 
What the “Old Faithful Club Means to 
| Me—John Nystul. 
One Act Farce Comedy. 
Life Insurance as a Profession—Jo} 
Goggin. 
Mutual Trust, l’ast and Present— 
G. Londberg. 
Putting It Over—David Anderson 
Big Figures—Albert Swanson 
Overcoming Obstacles—Abraham (jold- 
stein. 
| What Is the Price—Carl A. Peters 
| Vice-President 
Grand Canyon Lodge 
August 2 
Chairman, Carl A. Petersor 
Vice-President 
Wilder, 


Organization—A. E Directo 
| Avrencies 
Discussion—Subject 
| In the City, George A. 
| Country, M. O. Solberg. 
Discussion — Subject 


“Finding the M: 
Hatzes; In t 


“Training the 


Man.” In the City, S. P. Hedma I 
the Country, George E. Lindberg 
Discussion—Subject: “Supervising the 
Man.” In the City, Israel Kaplan 
the Country, O. I. Hertsgaard 
What This Club Can Do Secret 


Slattengren. 


To Meet in Quebec 
Simmons, Rocky Mount, N. ‘| 


an 

lis the new head of the Pilot Life’s $150, 
| 000 club, which will convene Sept. 7-5 
at Chateau Frontenac, Quebec. He and 
the other officers of the club will take 
their places in a meeting on board ship 
as the party of over 90 Pilot men pr 
| ceeds down the St. Lawrence after as 
sembling in Rochester on the evenmeg 
| of Sept. 6. The original plans had been 
| to hold the yearly sessions at Montrea 
but a threat of a typhoid epidem 
caused a change in the plans. 


- 


Omar Miller Is Advanced 


Following the anouncement that 
ward M. McMahon, general agent 0! 
ithe National Life of Vermont in New 
| York City, had made an insurance trust 
ofticer of the Equitable Trust Compan) 
|}Qmar Miller, treasurer and business 
| manager for the incorporated agency 
Edward M. McMahon & Associates !5 
| made president. John A, Logan remams 
las vice-president. Both men have bee 
| with the agency since it was incor] 
rated in 1925 


} 
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THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


LIFE INSURANCE EDITION 


The Northwestern Mutual Life 
Insurance Company 


The three greatest things in the business life of a man are: 


1. Connection with some institution, profession, firm, enter- 
prise or cause which he can serve loyally; 


~ 


Opportunity to achieve, and to recognize what he has 
accomplished ; 


3. Honorable and pleasant relation with his associates in 
the service. 


3. The Northwestern is maintaining and creating conditions which, for the agent, will guar 
antee honorable and pleasant relation with his associates in the service. 

That over-used word, “service,” is nevertheless the one thing that everybody wants, and that 
everybody learns to appreciate only through actual work. A man hungers for reality, and ser? 
ice is a brother to reality. 

The Northwestern knows from experience that the most stimulating motive in the world 
the one that arouses interest to the extent that selfishness is submerged—is the realization of some 
body’s need. Here, then, is a dual motive: Service to satisfy insurance needs: service to thrill 
the doer. That is why the Company believes in individual service. 

If commissions, renewals, gratitude and service were the whole story, the effect would be dis 
appointing. But The Northwestern watches another factor—Success. Real success results when 
an agent enjoys working with his associates, and that means a sincere devotion to the eternal 
business of working together in the right direction. 

The Northwestern is building civil service permanence by promoting within its ranks; by pro 
tecting its agents against the inroads of brokerage business, excepting surplus lines on limit risks 
of other companies; by encouraging its agents to find and to aid in the development of their asso 
ciates; by recognizing success in agents who show ability as organizers 

The Northwestern believes that its mission and its principles of management appeal to the 
man who appreciates the three greatest things in his business life. 


MILWAUKEE, WISCONSIN 
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- ~ = | OLD ANNUAL MEETING OF 
| SUMMARY OF LIFE COMPANIES’ GAIN AND LOSS EXHIBIT, 1926 |] FIELD REPRESENTATIVES 
Oe CENTRAL LIFE CONVENTION 


lecrease in Net Gain 





































Name of Company Gainfrom ioe Gain from Surplus en in Surplus | Agents Will Gather at the Home Office 
Companies of Gain from Gain from Mortality Surrenders Gain from Gain from Other Dividend during 
Connecticut: Loading Insurance Annuities and Lapses Interest Investments Sources Account Year in Chicago Next Thursday 
Aetna Life $7,883,006 $ 10,205, $137,077 $ : 2,848,024 —$3,113,429 $ 5,656,402 $ 4,210,968 § 4,665,915 y 
Connecticut Gen 3.161, 38,626 1,163,109 512,860 —707,132 1,632,6 158,935 and Friday 
Connecticut Mut ‘ 20,542 2,294,118 240,656 $95,570 1,3 $1,017 
*Hartford —aeee, caseees , ee? 3,455 to) errr 5,000 —7,378 | 
Phoenix Mutual 517,965 2,411,448 152,295 1,586,296 170,345 —5 64,975 3,202,691 tse es | The @: — s at 
Travelers (Life) 18,177,824 17,699,750 83,6733 3,464,743 894,714 —3,128,076 1,494,453 = 1,511,923 | C soe Ses ome qeaventee held i, 
ek oi te " mm - — - _ . - —— — —_—_—_— e e 1s WwW e he 
Totals $30,637,241 $ 37,105,115 $264,866 & 4° t W, 1359, 746 BS 760,648 $ 14,943,451 $ 6,360,411 | the home office building, Chicago, Sep! 
ine Riadens | 1-2. Sixty-five representatives qualified 
‘ : Be 
Acacia Mutual : $22 $4,198 5 264,029 $ 87,654 § $ 667,864 $ 48,348 | D3 having secured $100,000 paid-fo: 
Bankers Reserve 167,762 278,068 140 $88,917 57,870 | business during the club year. J. I 
Berkshire 549,728 $2,235 979,000 121,973 | Scheying of Chicago is club president 
ee jeatl : 5 caerte asters = 01z 151 | for the new year as a result of his hav 
» able, i - 9, -00,4 68 ~~ Ve », phe . : . “2 . 
etiietiie of towe 103,835 "321.558 26 380 46,297 ing _ for oe large st eo = of — 
Fidelity Mutual! 267,611 1,364,919 90,444 501,225 ness during the year yust ending. J. 
Guardian Life 191,376 1,309,487 —25,426 73,673 McGovern, or North Dakota, will b: 
2,958 36 21,275 232,788 - : , 
Home Life 112,958 oo 121,2 ~+ = vice-president of the Producers’ Club. 

, 5,877 54,677 696,977 355,640 86,237 3 : : 
Mass. Mutual yg ih SP ase 1, 15 78% OP one = TBS A banquet will be given the evening 
Mase. Protec tive “1160 Dikctadele bras 5651 "203 ‘ 01'086 | Of Sept. 1. President W. H. Hinebaugh 
Mutual Benefit 9,951,818 75 128,576 8,622,021 2,909,465 3,390,097 19,868,136 ........ will be toastmaster. The banquet pro 
Mutual Life, N. \ 18,600,418 147,255 ee ty 12,850,990 7, tt 693 at.098. 008 ‘*uerees | gram is: 

Mutual Trust 626,297 —1,75% 6,79 32: - 563 92,143 2,99% “what's . r ——— 
National, Vt. 2,410,142 ~24,605 131,500 —10, 989 3,715,843 553,578 Ags... hat 8 the Matter With Texas —Ed 
New Ene. Mut 5,057,478 -7,612 110,936 54,463 8,081,713 1,413,918 iW ilkerson, State Agent, Texas. 
New York Life 24,622,268 172,931 6,079,149 2,178, 6: 50 53,528,300 cocessse | a Ww - I Sell ~¢ a a H. x 
North Amer., I)! ; ; 200, ate 66,632 ; a ° = ice nt, 5 = ae ° bs 
Northwest’n Mut 8, 3,687,112 saséeens y Life surance ?”"—C, s ar? 
Pacific Mutual 3,3 ry 326, ase 780,149 | wright, Editor, The National Unde: 
Penn Mutual 7,068,157 148,383 251,977 7,237,502 1,331,395 —3,192,019 13,044,233 3 ........ writer. 
Provident Mutua) 3,877,507 || 26,865 $261,385 | $j.2855,739 | | (74,893 -—I1,783,870 5,868,650 3 ..... sss “Ends and Odds"”—S, B. Bradford, Se: 
Puritan Life 10,310 | retary, Central Life. 
State Mutual = penyptds gee 654,013 | “Why the Annual Agency Convention” 
Union Centra} 6 ety eee toe oi eeee |—W. Rolla Wilson, Vice-President and 
Union Mutual 00,54 £3,496 03,509 | agency Direc : 2 * 
Thited Life @& Ac 16 484 14419 —55,024 | Agency Director, Central Life. 
Wash. Fid. Natl an 19,158 90,000 101,756 | lee eee 
Western Union ‘ 2,642 119,341 16,000 107,803 | . ee 
s . 
Totals ® $143,550,62¢ $419,812 $17,198,584 $112,086,524 $21,574,310 $41,603,417 $252,813,910 $12,052,179 | JUST A MINUTE 
I have only just a minute, 


Industrial Companies: Only sixty seconds in it, 











*Stock de partme nt only “Printing 


J. Hancock Mut. —$2,059,732 $ 8,946,697 1,992,550 $ 6,427.5: $ 195,948 $321,141 $ 13,124,582 $ 2,042,013 | Forced upon me, can't refuse it 

Metropolitan ; 51,702,467 5 —888,047 16,857,724 51,175,682 17,636,085 Didn't seek it, didn’t choose it 

Morris Plar 184,295 , L16 336,104 -- 138,973 | I must suffer if I lose it 

Prudential Gin, 34,720,644 361,915 —vewens = BS eM Give account if I abuse it 
Totals .. $15,124,636 $ 95,554,101 $953,898 —20,979,554 $121,613 Just a tiny little minute— 
trand Totals ~$23.282,605 $276, 209, 843 $694,523 SAT 254,792 S186,578,889 $19, 327,558 °2 $2389.370.483 $44,301,148 a | But eternity is in it. 














First Aid 


Every experienced Life underwriter realizes that the greatest first aid 
in selling life insurance is a line of policy contracts that really sell themselves. 





The International Life Insurance Company offers the Life man a line of 
policy contracts that are unexcelled—all the usual forms in participating, 
Non-Participating, Group and Association plans, and a complete line of 
Juvenile policies. 























“A Company 


willing to P - Even our competitors recognize our Juvenile Policy as one of the best 
the Price Required sellers on the market. 


to Give Service” 
Have you ever heard of our Standard Special Policy? It’s a gem. 


Write us for information. 


| 
y] 
| 
{ 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 
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CANADIAN FIGURES ON 
LAPSES SHOW DECREASE 


DROP 33 PERCENT IN YEAR 


Surrenders in 1926 Also Lower Than in 
1925—Result of Intensive Con- 
servation Work 


OTTAWA, ONT., Aug. 18.—There 
is no problem connected with the life 
insurance business which has received 
more attention the last few years than 
the question of lapsation. A favorable 
indication that the looked-for results are 
being obtained through the efforts of 
the companies to curtail the waste from 
policies lost through lapsation and sur- 
render, is noted in the figures on Canad- 
ian business. 

Business lapsed in 1926 was $257,522,- 
943 or 28.3 percent of the gross new 
business written, compared with $255,- 
111,942 and 31.6 percent respectively in 
1925. 

The total amount surrendered was 
$92,937,706, or 10.2 percent of the gross 
new business written, compared with 
$90,929,766 and 11.3 percent respectively 
n 1925. Combining lapsed and sur- 
rendered business in 1926 the total is 
$350,460,649, or 38.5 percent of the gross 
new business written, and for 1925 $346,- 
041,708, or 42.9 percent of the business 
written in that year. 

There was, therefore, a decrease of 3. 
percent in lapses in 1936, anda decrease 
of 1.1 percent in surrenders over the 
same period. This lowering of the lapse 
ratio may be attributed to the great 
oan of the company managers, agency 
executives and the agents themselves, 
along conservative lines and permanent 
selling methods. The lower surrender 
ratio shows that life insurance sales, in 
in increasing measure, are being sold as 
i permanent investment 


Figures for Six Years 


rhe following table shows the amount 
of new business written, amount termi- 
nated by lapse and surrender and per- 
centage to new business written for the 
past six years: 






Total 
New Lapsed and 
Ve ar Business Surrendered  T'ct 
, ..$577,: 207,829 $241,888, 720 41.9 
neeewe §77,5 > , 50.0 
pan 631, 163 
ioccon 628, 5 $4.7 
seocee 738, 6.041, 104 $2.9 
seen 823, 350,460,649 38.5 





It is the opinion of many that the 
practice of accepting premium notes in- 
creases the lapse ratio and for that rea- 
son the practice is being discontinued 
hy many of the companies. Periods ot! 
financial depression have always been 
iwccompanied by a high lapse and sur- 
render ratio, although there is no doubt 
that the average amount of lapsed busi- 
less is unnecessarily high The high 
ratios in 1922-23-24 are particularly 
noticeable. 


COMPANIES FIND FARM 
LOANS ARE DANGEROUS 


(CONTINUED FROM PAGE 3) 
ngs. Reports of other companies here 
ilso give clear indication of their de- 
cided preference at present for loans on 
irhan property 
Farm Loans Decrease 


\ finance officer of a large company 
ere predicted in a recent interview that 
the annual statements of the New York 
mpanies for 1927 will show farm mort- 


vagze loans to be at a lower point than 
many years,—not only relatively as 
mpared with investments made in 


ther fields but also absolutely in octeant 


rounts loaned in rural communitie 
\n officer ol! another Company, whic h 
year loaned about $40,000,000 to 
irmers, estimated that such loans this 
ear will total about $5,000,000 less than 


hat figure, or a decrease of more than 
0 percent 
One principal reason for this lack of 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 











LIFE INSURANCE FOR 
CHILDREN 


Approximately one-third of the 
population of our country is 
made up of children under fifteen 





years of age. 


One-third of the possible pros- 
pects for life insurance in every 
community are, therefore, chil- 





dren. 


Royal Union salesmen can write 
children from one day old and up. 


Our Juvenile Contracts go auto- 

matically, without re-examina- 

i tion, into full benefit at age five. 
= 








Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 




















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
Insurance in Force. ........ 0... cee ee ee ee ee wees sess». Over Fifty Million 
Es 22. cha cacas deadesecneentiemabstekacmnensnsexasnt Over Six Million 
AND THAT HAS 
Paid Policyholders since organization........... .. .Five Million 
WANTS—General Agents and Menagers i in 17 states 
Contract—Commissions or commissions and expense allowance 


Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, IIL 











George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary | 
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protect Western business ventures— 
aid in buying homes in the Middle 
West— 
provide an income for the aged and 
widow— 


educate Western children— 


secure for yourself a real Oppor- 
tunity for Service, Profit and a 
Future 


—_— the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


OGhe 
KANSAS LIFE 


Insurance Company 


of TOPEKA 
KANSAS 

















“Performances 
Exceed 


Promises 


st 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


| COLUMBUS, OHIO 


Assets over $14,000,000 In force over $90,000,000 


33 























confidence in any immediate rehabilita- 
tion of the agricultural industry un- 
doubtedly lies in the companies’ experi- 
ence last year. Many of them now have 
more farm properties than ever upon 
their hands, having been finally com- 
pelled to institute foreclosure proceed- 
ings as a last resort to protect their in- 
vestments. Partly from philanthropic 
reasons but in much larger part led by 
self-interest, the companies have fol- 
lowed the policy of nursing along dis- 
tressed farmers in every possible way, 
never foreclosing while anything else 
within reason remained to be done. 


Many Farms Taken Over 


statements of the com- 
panies reveal the relatively large num- 
ber of farm properties taken over last 
year. The Metropolitan, for example, 
foreclosed on 211 farms with a book 
value of $1,400,000. During the year it 
sold 14 properties with a book value of 
$47,660 for a profit of $1,557, leaving in 
its possession at the end of the vear 219 
farm properties valued at more than $2,- 
500,000. During the year the company 
authorized farm mortgage loans aggre- 
gating $38,000,000 and at the end of the 
vear had $188,000,000 outstanding in 
such loans, an increase of $11,500,000 
over the total amount of such loans out- 
standing at the end of 1925 as compared 
with an increase during 1926 of $142. 
000,000 in city mortgage loans outstand- 


The annual 


ing. Comparing figures, the amount of | 


farm property owned represents about 
1.5 percent of the total amount of farm 
mortgages outstanding at the end of the 
vear. 

Distribution of Foreclosures 


Of the farms owned by the Metro- 
politan at the end of last vear, 107 
valued at $1,385,000 were in Georgia. 
There were 37 in South Carolina valued 
at $413,000; 21 in Minnesota, $660,000; 
13 in South Dakota, $151,000. These 
same states also figure prominently in 
the 1926 statement of the New York 
Life, which reports possession through 
foreclosure proceedings of 38 farm prop- 
erties in Georgia worth $247,000; four 
in Minnesota, $31,000; seven in South 
Dakota, $81,000; and, among others, 11 
in North Dakota, $49,000; two in Iowa, 
$25,000. All told, the New York Life 
owned 114 farms valued at $1,175,000 at 
the end of last year, having acquired 
during the year 55 properties valued at 
$415,000. During the year it sold 18 
properties with a book value of $165,000 
for a profit of $10,500. At the end of the 
year farm loans outstanding totaled $54,- 
500,000, a decrease of $5,330,000 below 
the total amount of such loans outstand- 
ing at the end of 1925 as compared with 
an increase during 1926 of $80,500,000 in 
other mortgage loans outstanding. The 
only farm properties possessed by the 
-quitable Life of New York at the end 
of last vear were 37 in Georgia valued 
at $115,600, two in North Dakota at $9,- 
375 and one in Nebraska at $3,000. Dur- 
ing the year the company acquired 11 
farms and sold 12 with a book value of 
$96,500 for a projit of $1,125. At the 
end of the year it had farm loans out- 
standing to the amount of $155,930,000, 
an increase of $13,885,000 over such 
loans outstanding at the end of 1925 as 
compared with an increase during 1926 
of $53,750,000 outstanding in other mort- 
gage loans. The large increases that 
city mortgage loans have made at the 
expense of farm mortgage loans is sig- 
nificant in the annual statement of all 
three companies. 
Different 


Follow Policies 


The figures of these companies indic- 
cate in 
has been following in regard to the farm 
lands that have come into its possession. 
Wishing to be free of the expense and 
difficulties of managing and supervising 
such properties, the Equitable Life has 
been more disposed than the other two 
companies to sell the land immediately 
regardless of its ultimate value, at any 
price high enough to compensate the 
company for its original investment. 
plus whatever expenses it has been put 
to in foreclosing and administering the 
property. On the other hand, the Met- 


some measure the policy each ! 








August 26, 1927 


ropolitan refrains from throwing its 
properties upon the market for fear that 
the market will become even more de- 
pressed than at present and thus put off 


still further the day when agriculture 
will be once more upon its feet. Ulti- 
mately, perhaps within four or five 


years, the company hopes to make 

reasonable profit on these lands, and in 
the meantime they are being operated 
and developed by tenants on leases 
which more than pay the company for 
its expenses in administering them. The 
New York Life pursues a middle course 
selling whenever the price offered is a 
good one, evidently desiring neither t 
hold its farms for a large ultimate profit 
nor sell them below their real value i 
order to get them off their hands as soot 


as possible. 


Farmers’ Returns Drop 


Commenting on the farm situation in 
genera!, one executive pointed to a 
recent report of the Department of Com 
merce showing that gross agricultural 
income declined 5 percent for the crop 
year ending June 30 and that net income 
after deducting expenses, declined 20 
percent from the preceding year. Thes« 
decreased earnings represent a declin: 
in the average income per farm operator 
available for labor, capital and manage- 
ment from $922 in 1925-26 to $853 for 
1926-27. Compared with earnings for 
the preceding year, the return for the 
labor of the farmer and his family de 
clined nearly 10 percent. It is scarcely 
surprising that, following such an expe 
rience while the rest of the country is 
enjoying “prosperity,” the farmer feels 
that he is being exploited, and demands 
some of that government help that is 
given so abundantly to manufacturers, 
as for instance through the high pro 
tective tariff. He wonders why any 
effort to secure government help for 
agriculture is branded as “paternalistic” 
and contrary to “economic laws,” 
whereas that given to powerful busi 
ness corporations is an honored Ameri 
can institution. 


Need Some Encouragement 


The farm situation, however, is not 
without hope, according to the same ex- 
ecutive. Deflation has run its courst 
and agriculture has now probably 
reached rock bottom with some prospec: 
of soon rising slowly and gradually 
Given half a chance and a little en- 
couragement, official and non-official. 
the farmer is likely to forge ahead 
sooner than many expect. Crop condi 
tions this year are spotty, said the offi 
cial, being particularly good in eastern 
Nebraska and parts of western Iowa 
Those whose crops have failed will b: 
in a bad way but those who have any- 
thing at all to sell should find them- 
selves more prosperous than they have 
been for some few years. Explaining 
the large number of foreclosures in 
recent years in the southeast and north- 
west, he declared that Georgia and Sout! 
Carolina particularly had suffered an un- 
te series of disasters for five years 
on account of the boll weevil, droughts 
followed by excessive rains, etc., while 
the recovery of agriculture in Minne 
sota, South Dakota and _ neighboring 
states was held back last year by ar 
over-production of wheat. 


Look for Better Times 


In spite of set-backs and discourage 
ments, companies here are not worrying 
over the farm situation so far as it con 
cerns "them. being confident that farn 
lands will soon begin to rise to some 
their real value in normal 


where near 

times. Hence they believe in the 
“orderly marketing” of the properties 
they now own. They are in no great 
hurry to get rid of them. True, the 
state insurance code requires that all 
such properties be disposed of withi 


acauisition, but as a 
this five veal 


five years after 
finance officer pointed out, 
limit can be extended by making appli 
cation to the insurance department 
which could hardly refuse the extensio! 
in view of the abnormal agricultural 
conditions prevailing at the present 
time. In fact, this executive stated his 
belief that nothing could better stabilize 
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' r even boost farm land values than 
roadcasting the fact that this five year 
mit can under certain circumstances 
e extended for a considerable period. 
‘his would do much to remove the 


ide-spread feeling that the insurance 
mpanies, compelled to do so by the 
e year limitation, are only waiting a 
ore favorable market before dumping 
eir large farm holdings on it, an even- . 
tuality that would no doubt break it 1GCAG 
—— ee ee 


i possibly send it crashing to a new 
eC i 
ASSOCIATION MEMBERS LEAD JAMES W. STEVENS, Founder 




































point. 

















Write 98 Percent of Total Business of 
This Class in the 
Country 
NEW YORK, Aug. 18.—The life in- 
surance companies belonging to the 
Group Association write, it is said, 98 


The Ideal 
Agency Officer 


HE ideal agency officer is one who knows his 
company from the ground up—thoroughly knows 


has confidence in his s Iperior and fellow 
officers, and having this wmformation and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken 


r 
ent of the group business in this 
untry. The following is a list of com- 
inies writing group business, the stars 
ndicating membership in the Group 
\ssociation: 
*\etna Life. 
\braham Lincoln, Ill 
\merican National, Galveston 
ipitol Life, Denver 
Colonial Life 
Connecticut General 
*Equitable Life of New York 
lureka-Maryland 
Federal Union, Cincinnati 
m City Life, Dayton 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor 
tunities to none 





He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 


Sanit: Sedeiaaa tient rom the well of his own practical experience and 
at § x $ knowledge be able oO l 1 
knowledge ¢ able to counsel wisely and advise in 
Home » Arkans 
1 1 Life, Arkansas telligently on all the multitude of big i petty prob 





ohn Hancock. lems and disputes which are forever con 
ohn Mitchell Mutual 
Liberty Life, Topeka 
.incoln National 
*Metropolitan 
*Minnesota Mutual 
Missouri State 
*Northern Life, Seattle 
Northwestern National 
*l’an-American Life 
ostal Life 
‘rotective Life, Alabama 
‘rovident Life & Accident, Tenn 
*Prudential 
Serviee Life, Lincoln, Neb 
Southeastern Life, Greenville, S. C 
Southwestern Life, Dallas 
‘ravelers. 
nion Cooperative, Washington, Db. ¢ 
*West Coast Life 
Western Reserve Life, Muncie, Ind 
Western Union, Spokane 
‘jreat Republic Life 
tional Life & Accident 
nada Life 
*Confederation Life, Car 
Great West Life, Can 
London Life 
*Sun Life 
*Western States Life 


*\ 


North American Life, Toronto 


ig up im an 
active agency organization 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing 


He must be intimately acquainted, but not grossly 


1 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
ack of success, and so constituted temperamental’y as 
to be burdened without irritation with the thousan 
and one littl complaints and troubles of the men 
who compose the agency urganization. 





In brief, the successful bead of an agency depart- 
ment is the “Little Father” of the organization, and 
up his patience, forbearance and good counsel, and 
of respect and confidence he enjoys of the 
iim, depends the success and the strength 
ing force 













From address of R. W. Stevens, President 
Illmois Life Insurance Co., Before Life 
Agency Officers Association, Chicago 

November, 1925. 





*Life companies belonging to Grou 
\ssceciation They do 98 percent of all 
sroup business written 


One of the publications gives a sup- 
ementary list of 40 other companies 
iting group insurance, no one having 
million insurance in force, there being 
@ . grand total of $9,372,290. Many have 

ritten only one contract, presumably 


cir own employes 





DEATH OF 81,000,000 POLICYHOLDER 


Death frequently comes like a bolt out 
the blue but never under more dra- 
atic circumstances than to Miss June 


Nl . . . 
Mathis, famous motion picture scenarist 
nd former actress, who adapted “The InoIs | e nsul ance O. 
ur Horsemen of the Apocalypse” for i 
screen and incidentally discovered | | 
lolph Valentino. One night recently C HI C AGO 
iudience at a local theatre was = = 
sely watching the unfolding of the James W. Stevens, Founder 
act of an exciting drama when the 
ise was brought instantly to its feet " “ 
he piercing screams of a woman, G t t Ill ( p y 
x, “Mother, I’m dying, I'm dying.” rea es InOIS om an 
ile the actors paused uncertainly in | | 
lines, Miss Mathis was carried out | 121 2 L S D VE 
to the open air where she was found | | AKE HORE RI 
x dead of a heart attack. It was 


_ tng: Pl er adage rong >A The Illinois Life is The Dean of the Illinois Legal Reserve Companies 


dwyn had her life insured for $1, 
ono 
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| How Shall I Advertise? | 
“Publicity Methods 
F 


or 





Life Underwriters” 


By ARTHUR H. REDDALL, Advertising Manager 
Equitable Life Assurance Society 


Tried and Proved Material 


THIS NEW BOOK deals in a practical way with the appli- 
cation of advertising to life underwriting. The actual material 
used by many successful underwriters in their advertising is re- 
produced 


Actual Examples 


All forms of advertising media are discussed, not only to 
acquaint the life underwriter with existing publicity forms, but 
through the reproduction of actual examples to show how these 
media have been successfully employed. 


Profusely Illustrated 


Several hundred cuts and illustrations of specimen advertise- 
ments, a variety of circular letters covering the common life in- 
surance needs, a detailed explanation of mailing lists, their prepa- 
ration and use, and many other valuable hints are included. 


Use of Home Office Material 


rhe tying up of local publicity with the advertising and 
sales promotion material issued by the home office, the proper 
methods of taking account of local conditions, the use of adver- 
tising preliminary to intensive drives, are each dealt with in sepa- 
rate chapters. Nearly one hundred pages are devoted to news 
paper advertising alone. 


Sales Letters 


The Chapter on Sales Letters, with its many examples classi- 
fied under eight headings, is alone worth the price of the book to 
any live underwriter. The material in general is valuable because 
of its application to modern life insurance salesmanship. 

One of the 


famous “International Life Underwriters Library” 


Approved by 
National Association of Life Underwriters 


Fully Illustrated, Price $4.00 
POON aa as Saw a ew eae Oe ease may 
i 
t THE INSURANCE BOOK HOUSE, : 
§ Care THE NATIONAL U NDERWRITER, 1 
yj 420 East Fourth St., 1 
g Cincinnati, Ohio 1 
| Sounds good to me Here's my $4.00 i ‘. * 
‘ ood to sm send me Reddall’s “Public I 
' Methods for Life Underwriters.” or ais —- 1 
i 
i 
1 Name ; 
I 1 
| Campan I 
I 
i Address ! 
i 
I City State r 
J —_—————— ee ee ee ee ee ee cae ale 
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QUESTION ON F EDERAL 


ESTATE TAX ANSWERED 


SUBJECT INTERESTS FIELD 


Matter Resolves Itself into Interpreta- 
tion of the Term “Valuable Con- 


sideration” in the Act 


thought has been 
given by life men to the question of 
safeguarding insurance on which all 
deposits have been paid to date against 
the Federal estate tax, so far as this is 
possible. The subject is one of interest 
to all workers in the life field, and is 
answered as follows in “The Stetho- 
scope,” organ of the John C. McNamara 
organization, New York general agents 
of the Guardian Life: 

“There is no question as to the mean- 
ing of estate tax regulations No. 70, to 
the effect that where an insured has 
taken out insurance on his own life and 
paid the premiums thereon, thus mak- 
ing it taxable under the Federal estate 
tax, entirely, if payable to his estate, and 
in the amount it exceeds $40,000 if pay- 
able to direct beneficiaries—that if the 
beneficiary be made absolute at the 
present time and if she pays all future 
premiums from her own income, that 
the proceeds of such life insurance are 
exempt from Federal estate tax, in that 
proportion which the total of premiums 
paid by the beneficiary bears to the 
total of all premiums paid until time of 
claim. In other words, if an insured paid 
10 deposits, and then his wife, having 
been named absolute beneficiary, paid 
20 future deposits until the insured died, 
roughly two-thirds of the claim would 
be Federal estate tax free. 


Much time and 


Question on Income Tax 


“But the question ‘What in- 
come tax situation prevails in such a 
case as the above?’ Section No. 213 of 
the Internal Revenue Act of 1926 pro- 
vides and article 541, income tax regu- 
lations No. 69, amplifies that—The pro- 
ceeds of a life insurance policy paid by 
reason of the death of the insured to 
any beneficiary, if not a transferee for 


arises, 


a valuable consideration, are not to be 
included in the beneficiary’s gross in- 
come.’ And article No. 72 states: ‘How- 


ever, in the case of a transfer for a 
valuable consideration, by assignment or 
otherwise of a life insurance contract, or 
any interest therein, only the actual 
value of such consideration and the 
amount of the premiums and other sums 
subsequently paid by the transferee, are 
exempt from taxation.’ 

“Therefore the question is, having ef- 
fected a partial Federal estate tax ex- 
emption, would such life insurance be 
entirely income tax free, as is all other 
life insurance payable in one sum at the 
death of the insured, or is it income tax- 
able in the amount that the proceeds 
exceed the sum of the cash value of thé 


policy at time of naming the absolute 
beneficiary and the future premiums 
paid? 


What Is Transter? 


“And naturally this question resolves 
into whether the naming of a wife as 
an absolute beneficiary, thus giving her 
control of the then cash value in a pol- 
all —" — either to the 












lion we 
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estate or an alternative beneficiary, con- 
stitutes within the meaning of the law 
and regulations, a ‘transfer for a valu- 
able consideration?’ 

“Such a transfer is in most instances 
for ‘love and affection,’ which is a valid 
consideration in law. But it is our own 
opinion and that of the legal depart- 
ments of several life and trust com- 
panies, that the term ‘valuable consid- 
eration’ is intended to describe a com- 
mercial transaction, in which fair value 
is given and received. Unquestionably, 
it is the intent of the law to tax an) 
profit arising from a life insurance po!- 
icy when that contract has been pur 
chased from the insured by bona fide 
sale. The rule may also be well applied 
where life insurance is assigned abso 
lutely as security for a debt, and by the 
claim the creditor receives an amount 
greater than the debt with imterest and 
the premiums he has paid. Moreover, 
the wife in the instance above is in ei 
fect not a transferee, but a donee. The 
matrimonial relationship is a good con- 
sideration, sufficient to support an ordi- 
nary contract, but not necessarily a val- 
uable consideration in the sense in which 

valuable is usually construed 


Opinions Vary 


“Among the cases under the above 
rulings, there is no decision effecting the 
case in point of a wife-absolute bene- 
ficiary taking over a policy. There is a 
school of life insurance thought, and, 
we understand, excellent legal opinior 
which takes the attitude that large 
blocks of old life insurance paid for by 
the insured cannot be made Federal es- 
tate tax free in any amount without 
becoming income taxable in the amount 
the claim exceeds the cash value at time 
of transfer plus the future premium 
paid by an absolute beneficiary. There. 
fore, the view is, and unquestionably 
sincere, that it is a dubious advantage to 
gain a partial estate tax exemption at 
the price of making the proceeds income 
taxable. 

“And such an assumption, if sound in 
itself, would be correct usually because 
the income tax thus incurred would 
probably exceed the partial Federal es- 
tate tax saved. Therefore, by this means. 
the reasoning continues, it is impracti- 
cable to exempt from Federal estate tax. 
And inasmuch as new insurance taken 
out on the insured by the premium pay- 
ing beneficiary at the inception of the 
contract is Federal estate tax free, it is 
better business and on large cases it 
can be proved mathematically, to sur- 
render the old insurance and take out 
new, the increase in rate less the inter- 
est on the cash value returned, not be- 
ing enough that it is not more than 
balanced by a total Federal estate tax 
savings. 

Tax Elimination Counseled 

“We know this is bad business for 
the insured. In the first place, tax laws 
and regulations are subject to change 
A policy surrendered can never be re- 
instated at the original age. The sum 
of best informed opinion seems to lean 
towards a reduction or elimination of 
Federal estate tax. 

“And above all, 
strongly 
that ‘love and 
‘valuable consideration’ within the 
meaning of the law is without sound 
foundation, and that the possible income 
taxation of the proceeds of such life in- 
surance is a scarce viewpoint.” 


as a matter of opin- 
believe that any con- 


clusion affection’ is 


SEMI- ANNUAL STATEMENTS—-LIFE 


(As Reported to Governor of Georgia) 











Assets 


Bankers Reserve $ 18,458,464 
Connecticut Mutual 149,028,158 
George Washington 4,536,040 
Guaranty Life 157,638 


59,795,358 
19,291,197 


Home Life Ins. Co.. 
Manhattan Life 
Metropolitan 


Northwestern Mutual “ee 789086 
Pacific Mutual 126,274.029 
Pewmeemtial § ...cce. 1,678,257,495 
Security Life & Trust 1,906,184 


State Mutual Life 11 12 
Travelers . : 460,072,812 


1 to June 30— 
Disburse mts 
1,766 


—Jan. 

Income 
2,282,054 

15,605,055 


Net Surplus 
1,304,061 $ 





573.721 §23,243 
108,017 166,265 
3,603,139 6,620,843 
1,020,702 1,582,690 
soeeeeee 325,944,130 
tebens 79.001,482 
10,459,732 16,421,318 
99,056,634 233,043,440 
526,158 2.4°8,111 
9,467,680 13,756,552 
36,661,953 86,904,459 
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CALIFORNIA 








A Life Insurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. 
CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 


“The Trust Company of the 
_Galifornia E Bank scbiasente 


ILLINOIS 








| UR $2,000,000 S Reserve Fund 
protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 
The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 


| CHICAGO TITLE & 
| TRUST COMPANY 

















LIFE INSU RANCE EDITION 


Trust ComPANIES A AND ae 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


MARYLAND 


NEW YORK 








Robertson Griswold Vice President and Trust Officer 





| AN ww 

| Northwest rams 

| Calvert and Redwood Streets 
BALTIMORE 

| 








MASSACHUSETTS 








New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust 898 000,000 
Agency Acccunt. . 348,000,000 


TRUST DEP4RTMENT 


OL_Lp GCOLONY 


Trust CoMPANY 
































HE underwriter who can 
be swung over to the 
trust company form of ad- 
ministration will double his 


business.” 


Excerpt from an article oy 
@ prominent w 


First Trust and Savings Bank 


Chicago 











The Oldest and Largest 
Trust Company in the 
Northwest 





Charles V. Smith, Vice President and Trust Officer 
C. E. Drake, M. K. Mark, Assistant Trust Officers 


THE MINNESOTA LOAN & TRUST CO 


MINNEAPOL'S. MINNESOTA 




















NEW YORK 





March 18, 1891, is the date 
of the first Insurance Trust 
Agreement drawn by us. 


| ‘THE NORTHERN 
| TRUST COMPANY 




















| THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 

57 Broadway 

TRUST DEPARTMENT 


| VICE PRESIDENTS 
| Reeve Schley George E. Warren 
TRUST OFFICER 


George A. Kinney 





} ASSISTANT TRUST OFFICERS 


























| Howard F. Walsh George J. Runge | 

| CHICAGO | Sgeree, tierce a, ee 

i Frederick Pintard 
THE A New econ 


PEOPLES TRUST AND SAVINGS 
BANK OF CHICAGO 


MICHIGAN BOULEVARD et WASHINGTON STREET 
CHICAGO 
Earle H. Reynolds 
SIDENT 


Floyd B. Weakly 
SECRETARY & TRUST OFFICER 


R. B. Upham 
VICE-PRESIDENT 








Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great 
pleasure, therefore, in presenting to its readers 
this new listing of responsible financial institu- 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 


The National Underwriter 
CHICAGO 

















| “I'll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
| TRUST COMPANY 


| OF NEW YORK 
37 Wall Street 














CHARTERED 1822 


| THE FARMERS’ LOAN 
| AND TRUST COMPANY 
| NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 














“pus Company is glad to codperate impar- 
tially with all insurance representatives 
| on any practical basis for the promotion of 


life insurance trust business. 


| Guaranty Trust Company 


| of New York 
140 Broadway 











OHIO 
We have a sympathetic understanding | 
of the life underwriter’s problems. 
Central National Bank | 
of Cleveland 
PENNSYLVANIA _ 





An Insurance 
Trust is Safe, 
Economical 


and 


Conventent 





Chartered 1X36 


| Girard Trust Company 


Broad and Chestnut Streets, Philadelphia 





| 
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| 
| 
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Life Insurance the Bulwark 


W. G. Srptey in the Chicago “Journal 
Commerce” calls attention to two re 
ent deaths that tell a story. One was 
1. Ocpen ArMowr, a big business man 
Chicago, successor to the Puinip D. 
\rmMouR fortune and enterprises. The 
ther was JoHN Drew, the famous actor 
Ihe great Armour fortune met with 
heavy reverses so that at the end J 
GLEN ArMouUR felt that he had been a 
failure At one time the Armour for- 


was estimated at from $150,000,000 


200,000,000. At 


iune 


his death one news- 


iper stated his personal resources wert 
nly $20,000, but others claim that his 
personal assets were probably $2,000, 
Want Julian 
li report has been circulated that 
e governor of Alabama intends to re 
ace ~=Insurance Commumnissioner FRANK 
\. Jutran when his present term ex 


res in September. Insurance men all 


r the country know FRANK JULIAN 
d recognize his great worth to his 
tate and to the country at large. He ts 


000. left only $20,000 


successful 


Joun Drew 
a brilliant and 

rhese incidents but point to the uncer- 
tainties of an enterprise conducted by a 


Stage career. 


single man 

Life has the 
of pooling not only the 
perience of the human race, 
ments as well. After all, 
ing more secure than life insurance in an 
When great fortunes 
dwindle 


or management. 


insurance big advantage 
mortality 
but 


there 


ex- 
invest- 
is noth- 


old-line company. 
like that of the Armour house 
to almost nothing, it life 


causes insur- 


ance to loom up more prominently than 
ever irom the standpoint of safety to 
ciety. 


Reappointed 


who have 
time and hence knows the ropes. 


been commissioners for some 
He is 
eminently fair with his public, realizes 
the insurance and owing to 
is fi able to give 
\labama a high grade insurance admin- 


He 


problems 
ne understanding is 


is most valuable to his in- 
public. He is popular 
In the NATIONAL ASSOCIATION OF 


COMMISSIONERS he 


istration. 
suring every- 
where. 
INSURANCE wields 


uch influence. 


Unexplored Fields for Life Insurance 


airman of the executive committee of 
¢ NaTionaL CoNVENTION oF INSURANCI 
MMISSIONERS. He is one of the mei 
kis Apams of St. Louis, secretary 
weneral counsel « f the \MERICAN 
‘ VENTION n his address before 
ency ¢ Vention of the UNION 

R ers Ark., made the state 

‘ at if a federal law made it con 
ry for every person to make publ 

¢ amount of life insurance he was car 


ally life insurance in 


not impress them trom 
standpoint of so much annual out- 
lay Many life 


insurance 


to do, it does 


purchasing 
the 


people in 


see it merely in abstract. 


They have in their hands a document 
called policy and this costs them a 
certain amount every year to Carry 
rhey do not realize that in purchasing 
life insurance they are creating the 
means to attain certain ends that they 
ave in mind. Life insurance is an in 


there will be an ulti- 


There are 


because 


. t? t 
ves wll 


mate return minimum re 


quirements at different stages of the 
journe Every man therefore should 
have in mind just what these requir« 
nents are It is true that the big ma 
jority of people are not even meeting 

¢ basic requirements, let alone think 
ng of maximum requirement 


Getting on Common Ground 


r N yuld be Oo tbled, because sO 
eople would be ashamed to have 
r friends know how little the were 
ryiz ind ( 100 they ad pre 
‘ r their families. M \ ‘ 
ere et vreat ex ph ri 
I xplore mtr r life 
to cover 
| r and ? « copit Ti 
r d insurance ‘ 
ivr °F ws the desire 
rk ance salesmen realize that it is 
essary to get « common ground 
efore any progress is being made in 
‘ ale When once the prospect's 
ention is secured. the battle is half 


wor When a 


salesman can ascertain 

just how life insurance is going to meet 
a special particular need the prospect 
interested at once, and the going be- 


nes easier 


after 








| passed the 





| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





H. B. Arnold, president of the Mid- 
land Mutual Life of Columbus, O., is 
spending his vacation in Contac, Mont., 
north of the entrance of Yellowstone 
Park. 

W. W. Williamson of Williamson & 
Wellbeloved, general agents of the Con- 
necticut Mutual Life in Chicago, sailed 
on the Leviathan Saturday to spend a 
short vacation touring the British Isles. 


He expects to move into his new home | 


now building in Hinsdale, Ill, about 


Oct. 1. 


Two Bankers Life of Iowa “million- 


aires” of 1926 are destined to repeat last 
year's —— in 1927 and a new 
candidate looms large on the company’s 
horizon for $1,000,000 honors of this 
vear. Joseph Janciar of the Pittsburgh 
agency and T. H. Tomlinson of the 
Madison agency were $1,000,000 pro- 
ducers of 1926 and are now, respec- 
tively, first and third among all the 
company’s salesmen in point of 1927 


production with individual totals of more 
than $500,000. Three salesmen have 
$500,000 mark in new paid- 





tor business. The three leading Bank- 
ers Life salesmen and their totals for 
the year, on Aug. 1, are: Joseph Janciar, 
Pittsburgh, $709,500; J. R. Brown, Chi- 
cago, 31,000; T. H. Tomlinson, Madi- 
son, $555,000. Ten Bankers Life men 
have totals greater than $400,000; 27 


salesmen have personal productions in 
excess of $300,000; 120 men are over the 
$200.000 mark; and 415 salesmen have 
production totals of $100,000 or more. 

William Montgomery, president, Aca- 
cia Mutual Life, has left on a business 
trip on which he will visit all the branch 
offices on the Pacific Coast. 


Charles V. Wilson of 


state agent of the Great 


Fargo, N. D., 





| has 
. >: i 
American Fire, 


who becomes general agent of the Na- 
tional Life of Vermont for the entire 
state of North Dakota, will soon take 
his new position. The national Life has 
not had a representative in North Da- 
kota for a number of years. In July, 
1919, he became North Dakota state 
agent for the Great American. He has 
been in North Dakota for 16 years in 
fire insurance field work and has a very 
large acquaintance throughout the state 


W. Irving Palmer, agency secretary 
of the Indianapolis Life, who has en- 
joyed an enviable reputation as a suc- 
cessful fisherman for many years, re- 
turned home from a two weeks’ vacation 
in Wisconsin “whitewashed” so far as 
fish were concerned. There were plenty 
of life insurance prospects, he said, but 
the fish simply weren't there, and Mr 
Palmer “knows his Wisconsin.” 


Ernest Elmo Calkins of the advertis- 
ing firm of Calkins & Holden and well 
known among insurance men for his 
many articles and speeches on insurance 
advertising, has carried his message of 
insurance advertising to “Quality Street” 
of literary circles, having one of the lead 
articles in the current issue of the “At- 
lantic Monthly” which was circulated 
this week. Mr. Calkins discusses th« 
subject “Insuring Insurance” and voices 
his surprise that insurance has proven 
a backward child as far as advertising 
is concerned, having relegated itself t 
a minor position as compared with the 
other great business institutions in this 
country. He particularly compared it 
to the automobile business and its huge 
outlay of advertising funds. Mr 
Calkins has been a frequent contributor 
io the “Atlantic Monthly” and other 
magazines, but this is the first time he 
carried the business appeal of in 
surance within the literary limelights 








SOME REASONS ARE GIVEN FOR 


CONSISTENT, STEADY PRODUCTION | 











HF International Life is endeavoring 

to develop its agents into consistent, 
steady producers, getting at least one 
application a week. Agency Manager 
Grantges declares that the hardest part 
of sales work is to keep at it, but if 
one keeps at it, the effort will produce 


results. Here are some of the benefits 
that Mr. Grantges sees in being a regu- 
lar weekly producer 


* 


1. Sets a Definite Weekly Task— 
Bossing oneself is particularly hard if 
one has just written two or three good 
applications. Having a definite task to 
be accomplished each week helps hold a 
fellow on the job. 

* 7 od 

2. Maintains the Technique of Selling 

-No matter how splendid a salesman 
may be, he out in his art when 
he goes on week after week without 
regular sales. Even Paderewski, with 
all his art, feels he must practice daily. 

* + > 

3. Stimulates to Greater Success 
The agent is at the peak of his strength 
when he has made He feels then 
that he is as salesman as there 
is anywhere 


loses 


a ie 


good ; 


* * * 


4. Gives the Joy of Accomplishment 


The man who is producing regularly 
week after week is happy And he is 
happy because he is doing something 
and getting somewhere 


* * > 

5. Puts One on the 
the Biggest Producer—TJhe man who is 
producing regularly week after week is 
keeping step with the biggest producers 


Same Plane as 


in the business, and he can rightfully 
take his place among the biggest life 
msurance men 


6. Gives an Incentive to Extra Effort 
—One doesn’t know his strength nor al! 
that he is capable of doing until he is 
put to the test. 

o . 

7. Keeps One on His Toes and His 
Eye Open—Not only does the weekl 
task spur one on in effort in the field 
but it helps sharpen his wits, encow 
ages him to plan his work more intelli 
gently, and to use his brains more and 
more in his selling. 

8. Stimulates, by Example, the Entire 
Agency—When one has a record of ten 
or twelve weeks, he attracts the atten 
tion of every man in the agency. When 
he runs that up to six months, his rec 
ord is an encouragement during the dull 
est weeks, for it is an example to all 
others—the realization of the fact that 


“it can be done.” And when it reaches 
one or two years, the agent becomes 
stimulant and an inspiration to the en 
tire agency force 

* * * 


9. Increases Production and Insures 
Regular Income—One of the direct re 
sults of producing one application 
week is that soon the agent is producing 
two applications a week. His growing 
strength sends him out to bigger pros 
with the result of larger applica 


pects, 
tions, 
* * * 


10. Guarantees Success in Reaching 


the Goal—Success in reachine the 
weekly quota guarantees the fulfillment 
of the big things planned. Here is the 
final culmination of complete success 
which marks a distinct forward step i 
the progress of every man who follows 


through 





for 
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LIFE AGE? NCY CHANGES 








PERRY SUCCEEDED BY MADDEN 


Veteran General Agent for Penn Mu- 
tual Life at Davenport 
Retires 


ank H. Perry has resigned as get 

“y agent for the Penn Mutual Life at 

avenport, la., as of Sept. 1. Mr. Perry 
as been a representative of the Penn 
\lutual for over a quarter of a century 
nd general agent at Davenport since 
114. His business has been of the 
ighest type and he has made a very ex- 
ellent record in the more than 25 years 
spent in life insurance 

Karl E. Madden has been appointed 
ceneral agent to succeed Mr. Perry. Mr. 
Madden has been with the Equitable 
|.ife of New York in Davenport for the 
ist five years, as district manager for 

- past four. He has been one of the 
leading producers, his rate of produc- 

n this year running well over $1,000,- 
om”. He is a young man, only 29 years 

ize, but has participated actively in 
Davenport affairs. 

M. J. Flynn 

M. J. Flynn, who was tormerly gen- 
ral agent for the National Life, U. S 
\. at Dayton, O., has gone with the 
\etna Life as associate general agent in 

t city. 


W. D. Ralston 


Che Equitable Life of Iowa has ap- 
pointed W. D. Ralston agency manager 
t Mason City, Ia. Mr. Ralston started 
is career with the Equitable Life of 

wa, with the Fort Dodge agency. He 
recently resigned from the managership 
i hay Travelers branch office at Sioux 
( Ia., and returned to the Equitable. 
“Ae Gilpin, formerly agency manager 
t Mason City will continue as special 
presentative. 





T. J. Terral and C. W. Linthicum 


lhe Southern Life of Dallas has ap- 
inted former Governor Tom J. Terral 
Arkansas, and C. W. Linthicum, 
rmerly secretary of the Wholesale 
Grocery Association, state managers for 
\rkansas with headquarters in Little 
tock. Mr. Linthicum will be actively 
charge of the agency. Mr. Terral 
ns to continue his legal practice. 





D. H. McCullough 


LD. H. McCullough has been named 
anager of the Cincinnati agency of the 
etferson Standard Life. He was for- 
erly assistant manager at Nashville, 
nn., for the Missouri State Life 


Mutual Trust Appointments 


lhe Mutual Trust Life has announced 
appointment of three new gener ral 
vents, R. H. Porter at Kansas City, 


Mi Fav G. Tifft at Kalamazoo, Mich., 
William A. Smith at Lewiston, 
\laine The se three men have all had 


several years’ experience in life imsur- 


V. N. Weidemann 


N. Weidemann, who has been as 
tant agency director of the Equitable 
te of New York, has been placed in 
irge of the Seattle office of the West 

Union Life. 


Milton Dunlap 
Milton Dunlap has been appomted 
trict manager in northeastern lowa 
the American National Life, with 
lquarters in Charles City. Mr. Dun 
rmerly lived at Floyd, lowa 


W. L. Thaxton & Co. 


Register Lite of Des Moines has 
inced the appointment of the W 








Thaxton & Co. as general agents m 
ton and vicinity. Mr. Thaxton has | 











Selling Behind the 
Closed Door 


You are confronted each day with the problem 
of reaching the man behind the closed door. 


The Lincoln National Life representative has 
the door opened by a series of “interest arousing” 
letters. Each letter is designed to present an in- 
surance plan toa specific individual. It is tailored 
to fit your particular prospect--to accomplish a 
definite result. 


Your valuable time is not taken up with the 
details of the letters. All the Mechanical opera- 
tions are carried out at the Home Office. 


The plan has three distinct advantages for you: 


1. Opens door-——puts prospect 
in receptive frame of mind. 


Shortens the interview and 
saves time. 


Systematizes your work by 
providing a definite list of 
prospects to see. 


These features will operate directly to increase 
your production. 


Lincoln National Life salesmen are enthusias- 
tic over the results obtained. It is helping them 
to sell more insurance. 











(LINK UP (wire Tue ()) LINCOLN) 


The 


Lincoln National Life 
Insurance Company 








‘‘Its Name Indicates Its Character’’ 
Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $485,000,000 in Force 





























The Doorway 


SALARY 
NON-MEDICAL 
SUBSTANDARD SERVICE 
GROUP INSURANCE 

LOW RATIO OF REJECTION 


THE 








The Doorway to Opportunity 


Leads to 


Northwestern National Service 


SAVINGS 


(less than 2%) 


LIBERAL DISABILITY CLAUSE 
AGE LIMITS 
BEST INVESTMENT POLICIES 
LOW NET COST 


1-65 


Every convenience that modern life insurance 
affords given to agent and policyholder. 


--Qumh>-- 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswext 


Minneapolis.Minn. 





To Opportunity 























if 


Write or wire: 


You are a producer 

You want a REAL job 

You believe in yourself 

A friendly interest is needed 
Close co-operation is necessary 
Territory does make a difference 
S. M. CROSS, President 
OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 


NATIONAL 
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been engaged in the insurance businces | Johnson has been in the life insuran 


in Houston for a number of years. He | 
operates one of the largest gene ral agen- 


cies in the southern part of the state and 


recently was compelled to enlarge office 
quarters to take care of increasing busi- 
ness. 


Lloyd A. Key 


Lloyd A. Key has been appointed | 
branch manager of the Southland Life 
in Oklahoma, succeeding Larry R. 


Vaughan. Mr. Key has been connected 


with the company as special field repre- | 


sentative for four years, working out of 
the home office at Dallas. Mr. Key will 
have headquarters in Oklahoma City. 


Harvey Fox 


Harvey Fox has taken the agency for 
the Hawkeye Life of Des Moines at 
Adel, lowa. He was formerly manager 
et the Panther Cooperative store, Pan- 
ther, lowa. 


W. E. Johnson, Jr. 
William E. Johnson, Jr., has been 
appointed general agent for the Mutual 
Benefit Life at Nashua, N. H., succeed- 
ing the late James F. Whitney. Mr. 


| of agencies of the 


business for 15 years, formerly with th 
| Phoenix Mutual Life at Keene, N. H 


A. E. Myers 


A. E. Myers, who has been manag: 
of the Phoenix Mutual Life at Kansa- 
City, has gone with the Guardian Lif 
of New York in a similar capacity ther: 


Maryland Life Appointments 


Appointments of the following ge: 
eral agents have just been announce: 
by C. C. Clabaugh, general superviso: 
Maryland Life 


Baltimore: John T. Rose, Charlotte, \ 
C.; Bennett Bailey, High Point, N. ¢ 
V. L. Cofer, Norfolk, Va.; James k 


Douglas H 
Leonard \ 
Walt 


Morton, Sr., Savannah, Ga.; 
Lion, Washington, D. C.; 
Godine, Baltimore, Md.;_ T. 
Gough, Towson, Md. 


Life Agency Notes 


Earle Hamrick has been appointed 
general agent of the Volunteer Stats 
Life at Winston-Salem, N. C. 

The Fidelity Mutual Life announces 
the appointment of Lynn L. Harder at 
Lansing, Mich., and Stanley M. Romeri 
at Poughkeepsie, . 2 
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FALSE STATEMENT MATERIAL 


Misrepresentation of Insured as to Sani- 
tarium Treatment Held to Void 


Policy 
In Klapholtz vs. New York Life su- 
preme court of New York, Appellate | 


Division, 219 N. Y. S. 64, an action was 
brought to recover upon a policy. The 
company denied liability on the grounds 
of misrepresentation as to medical treat- 
ment in the application. 

The insured in the application repre- 
sented among other things that he had 
not been under observation or treatment 
in any hospital or sanitarium. The evi- 
dence tended to show that the 
had been in a sanitarium for 
years suffering from tuberculosis. 


Language of the Court 


The trial of the cause 
judgment in favor of the plaintiff. On 
appeal the higher court in reviewing the 
record ,and in reversing this judgment, 
said: 

“Every fact which is untruly stated or 
wrongfully suppressed must be regarded 
as material, if the knowledge or ignor- 
ance of it would naturally and reason- 
ably influence the judgment of the 
underwriter in making the contract at 
all, or in estimating the degree or char- 
acter of the risk, or in fixing the rate of 
premium. * * The subject of the 
insurance is the life of the applicant, 
and the insurer, before deciding whether 
or not it will accept the risk and insure 
such life, is clearly entitled to know, 
and it is the applicant's duty to disclose 


several 


to it, every fact bearing on or pertaining | 


in any way to the insurability of such 
life, especially where specific questions 
are put to the applicant calling for such 
information. - 

“Aside from the questions relating to 
physicians and ailments, there is a 
specific question in the application de- 
signated ‘7B,’ which reads as follows 


Question as to Sanitarium 


“7B. ave you been under observa- 
B. Have you | ler ol 


tion or treatment in any hospital, asy- 
lum, or sanitarium? 

“To this question the 
swered ‘No,’ 
misrepresentation, 
answers to any of the other questions, 
as it was clearly proven that the insured 
was at Mt. McGregor Sanitarium for 
several years, suffering from tubercu- 
losis * * * 

“There being no question for the jury, 
the trial court should have directed a 
verdict for the defendant, and the de- 
termination appealed from should there- 


appellant an- 


resulted in a | 


insured | 





fore be reversed, with costs, in this court 
and in the appellate term, and final juds 
ment granted to the defendant, dismiss 
ing the complaint upon the merits, wit! 
costs. 


Form American Citizens Life 

The American Citizens Life Insurance 
Company of Columbus, O., has com 
pleted its organization with A. | 
Sandles, former state director of agri 
culture, as president. There are 27) 
shareholders and it is expected that th 
company will soon be in courntion 
Other officers are: Henry D. Angel, \ 
H. Fledderjohann and Clarence Cork 
well, vice-presidents; A. L. Evans, 
treasurer; C. W. Stuber,  secretar\ 
Jonathan Forman, medical director; (. 
J. West, actuary. 


Plan Big Lansing Banquet 
Plans for a big general insurance pi 
nic such as has been a most successiul 
event of the past two. summers hav 
been abandoned this year by Lansing 
Mich., insurance men in favor of 


| scheme for a banquet of all local insur 


ance forces to be held sometime in Ox 

tober. Both the Lansing Associatio: 
of Fire & Casualty Underwriters an 
the Lansing Association of Life Under 
writers had been considering the picnic 
plan but committees found considerabk 
sentiment against the proposal becaus 
of the fact that a number of the larg: 
insurance organizations here hold sepa 
rate outings of their own and so would 
not feel like supporting a general pics 
in addition. 


Walton Indiana Department Actuary 
Harold G. Walton, an assistant ac 
tuary of the American Central Life « 
Indianapolis, has been appointed a 
tuary of the Indiana insurance depart 
ment by Commissioner Clarence C. W) 
song. Mr. Walton has been with tl 
American Central for seven years, an 
is an associate member of the Am« 
ican Institute of Actuaries. Mr. Walto 
will begin his duties with the Indiana 
department Sept. 1 when Mr. Huel, w! 
resigns the position, will go with th 
Indianapolis Life, succeeding Mr. Po 
ter, for a number of years actuary 


and this answer is a serious | that company. 


irrespective of the | 


Had Large Production 


rhe agency organization of the Ce! 
tral States Life produced $1,606,500 
July, which was set aside to hon 
President James A. McVoy. The lea 
ing producers of the month were R. ! 
Williamson of Oklahoma and Mrs 
Frances Burkhardt of Missouri, w! 
practically tied for the top. 
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OFFICERS, DIRECTORS ELECTED 
Darby A. Day Corporation Chooses 
Administrators of Agency Co- 
operative Plan 





\t a meeting held in the Darby A. 
Day Chicago general agency of the 
Union Central Life, officers and direc- 
tors of the Darby A. Day Corporation, 
the organization that is to administer 
Mr. Day’s cooperative plan for his 
»gents, were elected. The officers are 
the following: Darby A. Day, presi- 
ent; B. C. Howes, vice-president; H. 
Xk. Allen, vice-president; J. T. Fulker, 
treasurer; H. C, Gates, secretary. 

Directors to serve until Feb. 1, 1928 
re the following: E. M. Hyde, M. 
‘Ilman, S. R. Wallace, H. D. Davisson, 
‘. C. Yates, P. G. Dallwig. 

The following directors were elected 

serve until Feb. 1, 1929: Darby A. 
lay, J. T. Fulker, B. C. Howes, H. 
x. Allen, J. W. Hiestand, H. C. Gates. 
Mr. Day has been appointed chairman 
f the board of directors. 

The plans for the new Day agency in 
the Bankers’ building have been ap- 
proved and the agency will move on or 
ibout Sept. 20. The floor on which the 
igency will be located is now being par- 
titioned into offices, and the move will 
he made as soon as the builders have 
nished their work. 





State Agency Meeting 


MINNEAPOLIS, MINN., Aug. 24. 
The annual gathering of the Minne- 
sota state agency of the Central Life 
t Iowa was held at the Green Lake 
Country Club at Spicer, Minn. last 
week, with approximately 30 representa- 
tives from Minnesota and a few from 
North Dakota, together with their wives, 
making a total attendance of about 60. 
Dr. T. C. Denny, who was recently 
elected president of the company, was 

guest and the principal speaker at 
the meeting. It was a two-day session 
in charge of J. F. Branton, state man- 
ager. Talks were given by the gen- 
eral agents in the various sections of 
the territory and the leading producers 
nd the session closed with a banquet 
nd festivities at the Green Lake Coun- 

Clnb. 


Agents Hear Tax Expert 


Nathaniel Seeferth, president of the 
National Tax Service Publishing Com- 
pany, spoke at the Monday morning 
meeting of the Darby A. Day general 
gency of the Union Central Life in Chi- 
ago on: “Corporation Insurance and 
Taxation of Estates.” Mr. Seeferth 
covered the subject of corporation in- 
surance in a general way and then com- 
pared taxation of estates composed en- 
tirely of stocks and bonds and of es- 
tates composed entirely of life insur- 
ince. Z. C. Yates of the Day agency 
ilso talked on business insurance, di- 
‘iding his subject into corporation in- 
surance, partnership insurance and in- 
surance on the one-man enterprise. 





Appoints Program Committee 


Carl E. Hilbert, general chairman for 
\Visconsin insurance day, which will be 
eld in Milwaukee Oct. 26, has an- 
ounced the appointment of the pro- 
“ram committee. Henry Tyrrell, legis- 
lative counsel for the Northwestern 
Mutual Life, heads the committee again 
this year. He will have as assistants, 
H. J. Hagge of the Employers Mutual, 


\Vausau, and Monroe Porth of Ed Porth 


* Sons, Milwaukee. 


Hold Regional Meeting 


The National Life, U. S. A., of Chi- 
ago, will hold a regional convention 
for its midland territory agents in St. 
Louis, Sept. 1-2. All agents in the ter- 
ritory are being invited to attend the 
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Facts and Figures 


A letter from our President to Company policyholders was included in our 


annual statement of December 31, 1926. 


“The pleasing causes for your Company’s 
splendid condition as reflected by the state- 


ment within are: 


A good saving in mortality ; 


A net interest rate of 5 
assets; 


A decreased expense rate; 


The financial statement was very impressive. 


It said in part: 


\n enlarged and improved agency force; 
An extension of territory ; 

New business at a steadily increasing 

rate. 

on all “y : . , 

Your Company steadily goes forward in 

every feature and department and its future 

is very bright.” 


It showed a $4,602,538.63 


gain of admitted assets during 1926 and a $650,000 gain, during that period, in 


surplus to policyholders. 


On December 31, 


passed the difficult 1926 goal of 


1926, our assets totalled $35,841,807.60 and we had 
“300 Millions In Force Before 1927.” 


Because the $2,500,000 of capital and surplus (not including dividends set 
aside for policyholders) affords a wide margin of safety, agents and policy 
holders are well assured of their Company’s bright future. 


We have some excellent openings for agents and give liberal renewal con- 
tracts. If you would like to know more about what we have to offer you, 
write direct to: Agency Department, Jefferson Standard, Greensboro, N.C. 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


JULIAN PRICE, 
President 


GREENSBORO, 
North Carolina 


Over 300 Millions In Force 





Fs , 








TWENTY YEARS 


CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” | 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 

















IS THE 


ACCIDENT AND HEALTH 


MAN'S PAPER 
$2.00 A YEAR 


| 
i The A & H Review || 
| 
| 
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CHICAGO 














GENERAL AGENTS WANTED 


We are operating in 36 states, and have 
some very attractive territory open. 


We have a few particularly 
choice fields left in 
Missouri Illinois Indiana 
Selling is a pleasure 
when you have Continental 
tools in your kit. 


Write our 
Agency Department 


CONTINENTAL LIFE INSURANCE COMPANY 


Continental Life Building 
St. Louis, Missouri 
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WE TAKE PLEASURE IN ANNOUNCING 
THE ORGANIZATION OF A 


LIFE INSURANCE TRUST DEPARTMENT 


AND THE SELECTION OF 


Mr. Edward M. McMahon 
AS INSURANCE TRUST OFFICER 


THIS DEPARTMENT HAS BEEN’ ESTAB- 
LISHED FOR THE PURPOSE OF ASSISTING 
LIFE UNDERWRITERS AND THEIR CLIENTS 
IN THE CREATION OF ESTATES BY CON- 
TRACT, THE REDUCTION OF LAPSE RATIO 
THEREON AND THE EFFICIENT ADMINIS- 
TRATION THEREOF. 


MR. McMAHON, WHO HAS BEEN SUCCESS- 
FULLY ENGAGED FOR A NUMBER OF YEARS 
IN THE FIELD OF LIFE UNDERWRITING, 
WILL DEVOTE HIS ENTIRE TIME TO THE 
DIRECTION OF THIS DEPARTMENT. HE 
AND HIS STAFF ARE AVAILABLE TO YOU 
AND YOUR CLIENTS, WITHOUT CHARGE OR 
OBLIGATION, AT OUR MAIN OFFICE IN 
ROOM 1400. 


THE EQUITABLE 
TRUST COMPANY 
OF NEW YORK 
37 WALL STREET 
Telephone Hanover 9800 


MEXICO CITY PARIS 


LONDON 























MAN 


Who goes about his work with 
out a plan simply travels in 
he gets nowhere and 
away much valuable 


circles: 
fritters 
time. 


iy you = in search of a Gen- 


eral Agency contract that 
provides a Plan for organized 
selling and increased income, 
then you should know about 
our proposition. 


Write in confidence to 


\\ REGISTER LIFE 


WA. INSURANCE COMPANY 


DAVENPORT IOWA 
“SINCE 1689" 








| gathering, which is preparatory to the 
company’s 60th anniversary celebration 
} in 1928, 


Takes Twenty-Seven Counties 


O. A. McFarland, general agent of 


the Ohio National Life at Waterlo: 
Iowa, has taken 27 counties in the north. 
eastern part of the state. He says tha 
business is good and the prospects lox 
bright in his section. He will atte: 
the agency convention to be held at c 
neaut Lake Park, Pa., Aug. 28-Sept 











IN THE SOUTH AND SOUTHWEST | 











| seunre ACT BINDS COMPANY 

| Purchase of Office Equipment Held to 

Be Necessary and Within Powers 
of Purchaser 





In R. H. Swartz Company vs. Minne- 
sota Mutual Life, court of civil appeals 


Tex. Wilson contracted for the pur- 
chase of certain office equipment, and 
the equipment so furnished was charged 
to his company. 


Thereafter the declined to 


company 
had no authority to bind it in such mat- 
ters. The plaintiff thereupon brought 
action to recover against the company 
on its claim. 
What 


Court Held 


The trial resulted in a judgment in 
favor of the company. On appeal the 
higher court in reviewing the record, 
and in reversing the judgment, said: 

“We can not agree with the trial 
judge in the conclusion that the con- 
tract for the purchase of the goods by 
the general agent, Wilson, did not, un- 
der the facts of this case, render appellee 
liable to appellant for their purchase 
price. Under the terms of the contract 


between Wilson and appellee, he may 
not have been authorized to make such 
contract of purchase without written 


authority of appellee, 
not bound by this restriction upon the 
authority of the agent of which it had 
no knowledge. 

“The authority of an 
sumed to be coextensive 
ness entrusted to his care, and includes 
the authority to do all those things 
which are necessary and proper in car- 
rying on the business in its usual man- 


agent is pre- 
with the busi- 





ner and which the principal could and 
would usually do in similar circum- 
stances, and this presumed or apparent 
authority of the agent will not be nar- 
rowed by limitations placed thereon by 
the principal which are not communi- 
cated to those dealing with the agent 
» 


“It seems clear to us that upon these | 
facts Wilson must be held to have been | 
| authorized to purchase the 


proper and 


| usual furnishings and supplies required 


to properly equip the office for the con- | 


duct therein of appellee’s business. The 
implied powers of a general agent ex- 
tend to the doing of all things incidental 
and proper in effecting the purpose of 
his agency. * 

“Tt follows conclusions 


from. thes 


of Texas, 293 S. W. 256, the company 
appointed one Wilson as its general 
agent with headquarters at Houston, | 


pay the bill on the ground that Wilson | 


but appellant is | 


judgment of the 
reversed and judgment 
appellant, and it has he 


that the 
should be 
rendered for 
so ordered.” 


North Carolina Agents Meet 


A state meeting of the officers 
agents of the Imperial Life of Ashevilk 
N. C., was held in High Point, N. ¢ 
last week. Company officers on han 
were Gay Green, president; J. M. Ja: 
| rett and O. E. Starnes, vice-presidents 

A. W. Elk, secretary; W. B. Starnes 
treasurer, and kK. W. Patin, advertising 
manager. 


Society Found Solvent 

receivership for thx 
Mutual Insurance Society, Negro ass 
ciation of Wilmington, N. C., 
solved in Raleigh recently by 
of Judge W. A. Devin, who found thx 
society solvent and found further that i 


The temporary 


| had complied with the order of the in- 


that a_ certai 
$125 to $100 


| surance commissioner 
| benefit be lowered from 
The receivership had been secured 
Commissioner Wade. 


W. J. Fowler Becomes Broker 


Wade J. Fowler has resigned as ge: 
eral agent of the Minnesota Mutual Life 
at Columbia, S. C., and has opened 
brokerage office in Columbia to hand 
| life insurance. Mr. Fowler is a larg: 
personal producer and is well known 
the insurance business of South Car 
lina. 


Alamo Life to Move 


The Alamo Life of San Antonio, Tex 
is enjoying a healthy growth. Arrang: 
|; ments are being made to move its off 
| ces to its own home office building 
San Antonio. The company expects t 
occupy its new quarters in September 
this year. The new home of the Alan 
| Life will have the 
| located farther south 
office of any other life 
} country. 


than the hom« 
company in the 


Texas Agency Conducts School 


Douglas of San Antonio, Te» 
manager for the Lincoln National Lite 
that the second insurance 
| school to be conducted by this agen 
| will be held at Dallas and will begn 
Sept. 1 under the direction of J. P. Mar 
| ley. Mr. 
| least four or five schools each 
| the various centers throughout 


ee BA 
| 


announces 


year 
Texas 


trial court 


was dis- 
an order 


distinction of being 


Douglas plans to conduct at 





| 


| 





PACIFIC COAST AND MOUNTAIN FIELD 





TEST CALIFORNIA STATUTE 


Friendly Suit Will be Instituted to De- 
termine Constitutionality of Law 
Enacted at Recent Session 


FRANCISCO, Aug. 24.—Fol- 
conference among Commis- 
sioner Charles R. Detrick, J. A. Rior- 
dan, deputy attorney general and F. El- 
dred Boland, local counsel for the As- 
sociation of Life Presidents at which it 
was agreed to bring a suit to test the 
constitutionality of section 63 
acted at the recent legislature 
to restrict the writing of life 
by general brokers by requiring 


SAN 


lowing a 


intended 
insurance 
that 


SAA en- | ¢ 


every person writing this class of bus 
ness must be licensed to represent a sj 
cific company, Commissioner Detric! 
has notified all life companies operatin 
in California that 
received from life companies 

ing the outcome of the suit it will bh 
unnecessary for any agent of any 
company who has 1 
; received a license for the 
July 1, 1928, to make a new 
| until further notice. 

It is expected that the suit will 
| filed within the next few days followings 
| the technical arrest of the agent of om 
f the largest life companies in the bus! 
} ness and one which operates in the e1 
| tire United States and Canada. Afte: 
| the enactment of the bill it was 


and pend 


period ending 
applicatior 


} 


| 


as a result of protests 


already qualified and 


foun 
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that instead of serving the purpose for 
which it was designed, it merely worked 
a hardship on companies, agents and 
the insurance department by requiring 
of all agents this year an additional li- 
cense and requiring every year two li- 
censes for representatives of multiple 
line companies, while brokers do not 
have to secure a separate license for 
writing life insurance. 


Will Assist Roy H. Heartman 
Henry M. Shove, formerly a district 
manager for the Equitable Life of New 
York at Pasadena, Cal., has joined the 
Union Central Life in the capacity of 
assistant manager to Roy H. Heartman, 


the newly appointed Union Central man- | 
ager at Los Angeles. Mr. Shove was for | 
| recently, was a full page in the Sunday 


five years associated with Mr. Heartman 
in Iowa as district manager at Cedar 
Rapids. He was transferred from there 
to California by the Equitable. 

Slane Stump will also become associated 
with the Union Central agency in Los 


| Moines. He was associated with Mr. | 
| Heartman from that time until Febru- 


agency secretary. Mr. Stump was em- | 


ployed by the Equitable at the home | 
office in 1919. He was later transferred | 


to the St. Louis agency and then to Des 


ary, 1927, when he resigned to take 
charge of the office in the agency depart- 
ment at the Central Life of Iowa. For | 
the last two years of his service with the 
Equitable he was superintendent of 
agencies for the lowa state agency. 


Launch Advertising Campaign 


Life insurance men of Denver have 
signed up for an extensive advertising 
campaign. <A total of $2,750 will be in- 
vested. 

Eleven full pages of advertising will 
be displayed during 1927. The first, run 


“Rocky Mountain News” rotogravure 
section containing pictures of 25 agents. 
This will be followed later by another 
of similar type. Other advertising will 
consist of material based on the reason 


Angeles as of Sept. 1 in the capacity of | for life insurance. 








IN THE ACCIDENT AND HEALTH FIELD 











ASSUMES RAILROAD BRANCH 


Addition of National’s Business Puts 
Provident to Fore in 
This Field 


rhe Provident Life & Accident of 
Chattanooga has taken over the rail- 
road installment accident and health 
business of the National Life & Acci- 
dent as of Aug. 1. The company is 
now distributing the necessary riders 
transferring the risk from the National 
to the Provident. The National had 
only been writing this class of business 
for a few years, but it had a substantial 
volume, covering employes of railroad 
systems in the southeast. The addition 
of this business to that of the Provident 
materially increases the latter company’s 
premium income from this class and 
puts it to the fore among companies 
writing this class of coverage through- 


out the country. The growth of the | 


Provident’s own railroad department | 
|} held in Toronto, Sept. 15-17 On Thurs- 


and the reinsurance last year of the 
railroad installment business of the 
Standard Accident of Detroit had com- 
ined to give the company a large total 
prior to this, which now makes it a 
ranking company among those writing 
railroad business. Negotiations lead- 
ing to the completion of this contract 
with the National were handled by 
Harry C. Conley, manager of the rail- 
road department. 


General Counsel to Meet 


Che General Counsels’ Association of 
\ccident and Health Companies will 
hold its annual meeting at the King 
Edward hotel at 2:00 p. m., Sept. 14, at 
Toronto, Canada This association is 
nade up of general counsels and at- 
torneys representing accident and health 
companies. Its president is Edwin A 
Jones of the Fidelity & Casualty, and 
ts secretary-treasurer, John A. Millener, 
Columbus, Ohio 


Notable Reports Submitted 
NEW YORK, Aug. 24.—As chairman 


the committee on statistics of the 
Bureau of Personal Accident & Health 
Underwriters, E. S. Fallow of the Trav- 
clers, submitted the final report covering 
the combined health experience under 
ommercial policies for the policy year 
1924, to the governing committee of the 
rganization at its recent meeting in this 


ity. The work, covering 80 printed 
tables, is of importance to students of 
health underwriting At the same 


vathering George Goodwin, of the Con 
ecticut General Life, as chairman of 
he standard manual and uniform classi- 
cation of risks committee, reported 
progress in the work, while R. O. David- 





_— 


son, of the Royal Indemnity, as chair- 
man of the special committee considering 
the part payment accident and health 
coverage, submitted its final report. 





Home Friendly Purchases Company 


Announcement of the purchase of the 
Delaware Casualty of Wilmington, Del., 
has been made by B. L. Talley of the 
Home Friendly of Baltimore The 
Delaware Casualty was a mutual in- 
corporated in 1924 to write life, health 
and casualty insurance on the weekly 
plan. Under the purchase arrangements 
the Delaware Casualty will be retired 
from business and the policyholders in- | 
sured under the contracts of the Home 
Friendly which is a legal reserve com- 
pany 


Announce Entertainment Program 


H. G. Royer, chairman of the enter- 
tainment committee of the Health & Ac- 
cident Underwriters Conference, has 
announced the entertainment program 
for the annual meeting which is to be 


day afternoon, Sept. 15, there will be a 
golf tournament at the Lak« View 
Country Club and also a long sight- 
seeing automobile trip for all who do 
not care to participate in the tourna- 
ment In the evening a ladies’ bridge 
party is scheduled On the following 
day the ladies are cared for in the morn- 
ing by an interesting shopping tour 
through the T. Eaton & Company's fac- 
tory and retail store In the afternoon 


the schedule again calls for a_ golf 
tournament, with a bowling tournament 
for the non-golfers Following this 


there is an afternoon tea for the ladies 
at the Old Mill Tea Gardens In the 
evening the conference dinner will be 
held, with music, dancing and the award 
of bridge, golf and bowling prizes 


National L. & A. Promotions 

NASHVILLE, TENN., Aug. 24.—Promo- 
tions announced by the National Life & 
Accident last week are as follows R. J 
Sisk, Nashville 2, as superintendent; © 
L. Smith, Mobile, as superintendent, E 
W. Houchin of Tulsa, Okla om su r 
intendent to manager Kk 








Beaumont, Texas, as superint 
L. Hume, Jonesboro, as 
B. C. Stokes, Oklahoma City 
tendent 
Accident Cases Decided 
ion Decedent, a man 410 
ige, in good health, was found 
dead mn a gas-filled room in a hotel 
Held, that death occasioned bv asphvx 
tion, as would be death by drowning s 
due to injuries effected through external 
Violent and accidental means Metr 
politan Life vs. Broyer, U. S. Cc. C. A 
Sth Ch 
* ” 7 
Evidence Appellant brought this ac- 


tion to recover on a policy on life of her 
son, who died in city hospital of Indiar 


} 


apolis Over appellant's objections 


\ doctor in the employ of the hospital who 
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Connecticut General News 
Hartford, Conn. 








Larger Sales Through 
Income Settlements 


A business man, who had considered 
his $15,000 insurance ample, raised the 
total to $45,000 when »n income settle- 
ment arrangement, proposed by the 
agent, revealed the inadequacy of his 
protection. 


Income settlements, besides assuring 
safety of principal and income for the 
beneficiary, mean larger sales for the 
igent, and the recognition accorded work 
of professional quality. 


We shall be glad to supply full infor- 
mation regarding our Income Settlement 
plans. Connecticut General Life Insur- 
ance Company, Hartford, Conn. 
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A New Company 
offers — 


A New Opportunity 


A NEW opportunity to sell life insur- 
ance in Illinois! 

That is what the Citizens National Life 
offers men contemplating entering the life 
insurance business. 

The Citizens National Life is a new com- 
pany of experienced insurance men and busi- 
ness executives. It has a line of policy con- 
tracts which are designed to meet every 
present-day need and an agency contract 
SOND that assures a most satisfactory remunera- 
Pres tion. 

One of the features of the Citizens National 


“~ 


\EI 


’ 





Treasurer Life policy line is the Special Charter pol- 
GEORGI KABURE( K icy. The many at- 
os era oa tractive features of 


this contract will be 
of material aid in clos- 
ing those _ so-called 
hopeless cases. 

A new opportunity 
with a new company 
—you owe it to your- 
self to get the com- 
plete details. 


NATIONAL LIFE INSURANCE CO. East St.Louts ILL. 


Ww EAZ4bslvanw 
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YOUR OPPORTUNITY 


District Managers—General Agents 
Splendid Inducements 


We’ve had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 


Address B-23, c/o 
THE NATIONAL UNDERWRITER. 


























| W. L. MOODY, JR. W. L. MOODY, Ill 


President Vice President 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 


GALVESTON, TEXAS 
$423,968,907.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


W. J. SHAW 
Secretary 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 











If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 
Agency Manager, Ordinary Department 
| GALVESTON, TEXAS ce 





























Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 
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| made an autopsy after the boy’s death, | books. 


Held, that the testimony was as 


| but who never attended the boy during | much inadmissible as though the doctor 


life, was permitted to testify as to cause | had 
The court says it has not | Mathews vs. Rex Health & Acc., Sup. 


| of his death. 


| been able to find a parallel case in the | Ct., 


treated the boy during life.— 


Ind. 








in 














NOTICE TO AGENT SUFFICIENT 


| Change of Beneficiary Effected Even 
Though Company Was 
Not Told 


civil appeals at 
decision in the 
case of Gibson vs. National Life & Ac- 
cident, 294 S. W. 923, holding for the 
plaintiff. The plaintiff was the mother of 
the policyholder who had died, on whose 
| policy suit for recovery was filed. The 
| policy was originally made payable to 
someone designated as the insured’s wife 
and settlement upon his death was made 
to this person. It was later stated that 
the beneficiary named was not his wife 
and that he had designated a change in 
beneficiary to his mother prior to his 
death, the mother having paid the last 
few premiums. 

The court held that the relationship of 
the named beneficiary was not vital and 
the policyholder has an insurable inter- 
est in his own life and may take out in- 
surance payable to whomever he willed. 
It was further held, however, that the 
right of the insured to change the bene- 
ficiary was absolute and when exercised 
had the force of a direction to the com- 
pany which in law it could not disobey. 
Although the method of changing the 
beneficiary was provided for in the pol- 
icy, this method is not to be considered 
as exclusive of all other methods of ac- 
complishing the same results. The only 
company representative accessible to the 


Texas court of 


| 
| The 
reversed the 


| Dallas has 





poe was the collecting agent, to 
| whom the desire to change the bene- 
ficiary was communicated and who re- 


peatedly promised the plaintiff that she 
would receive the proceeds upon the in- 
sured’s death. 


Two Promotions Made 
On September 3 Superintendent 
Wresche will retire from the manage- 
ment of the Cincinnati 1 agency of the 


John Hancock Mutual Life, and Super- 
intendent Fortmuller will retire from 
| the management of the Cincinnati 2 
agency. 


In the vacancies thus occasioned, an 
opportunity is given to recognize the 
capable services of Assistant Superin- 
| Sondiont Mayer Kahn of the Brooklyn 3 
|agency, who will become the Superin- 
| tendent of the Cincinnati 1 agency. As- 
sistant Superintendent John H. McCoy, 
heretofore successful as such in the 
Providence agency, has been selected as 
the superintendent of the Cincinnati 2 
agency. Both appointments are effective 


as of September 5. 


| News of the Prudential 


The summer months 
many promotions in the 
districts of the Prudential 
Agent G. 8S. Brown was 


have brought 
Pacific Coast 
In the north, 
appointed as- 


sistant superintendent in Seattle 1. In 
the Bay cities, San Francisco and Oak- 
‘land, Agents R. L. Teantor and R. J. 











STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


INCORPORATED 1844 


Announces a new and complete 


line of single and annual 


premium annuities 


effective June 1, 1927 











Coburn are made assistant superintend- 
encies. In the south, the following 
agents were made assistant superintend- 
ents: W. E. Nitz of Pasadena, C. F. Belt 
of Glendale, B. B. Beulke and W. S. Dod 
of Long Beach. 

Superintendent Jones of Long Beach is 
transferred to the Los Angeles 4 district 
Superintendent H. Gibbons of Los 
Angeles 4 took charge of Long Beach for 
the same week. 

Charles F. Panek of Cleveland No. 1 
and George S. Chapman and William J 
Foley of Cleveland No. 5 have been pro- 
moted to assistant superintendent. 

Agent Oscar E. Hanson of the St. Paul 
No. 2, Minn., district, has been promoted 
to assistant superintendent in the same 
district. 

Agent Ralph J. Novell of Duluth, Minn., 
has been promoted to assistant superin- 
tendent at Virginia, detached office of 
the Duluth district. 

Benjamin Shuker and Bert C. Titus of 
Pittsburgh No. 2 and Dubois, respec- 
tively, have been appointed superintend- 
ents at Pittsburgh No. 1 and No. 4. 

Agent Richard J. Reitemeier of La- 
fayette, Ind., has been advanced to as- 
sistant superintendent in that district. 
Assistant Superintendent Reitemeier 
started his Prudential career at La- 
fayette. 

Division A has promoted five agents 
to assistant superintendent. Agent 
Michael C. Kirschbaum was promoted in 
the New York No. 6 district; Edward A 
Kelly, New York 9; Vincent P. Manning. 
New York 12; Solomon Kaufmann, New 
York 5, and Norbett N. Levy, New York 
11. 

A detached office has been opened by 
the Prudential at St. Petersburg, Fla 
under the supervision of Superintendent 
J. E. Kessler of the Tampa, Fla., dis- 
trict. The office is located in the Sumner 
building and is in charge of Assistant 
Superintendent A. G. Thomas. 

William W. Dodgson, assistant super- 
intendent of the Dayton No. 1, Ohio 
district of the Prudential, has been pro- 
moted to superintendent of the Coving- 
ton, Ky., district. Mr. Dodgson entered 
the service of the company as an agent 
in 1914, in Dayton and served in that 
capacity until 1918 when he resigned to 
enter war service. He again returned to 
duty as an agent in 1919, and was pro- 
moted in 1921 to an assistancy at Dayton 





Makes Excellent Record 
Harry O. Putnam, agent for the Lif: 
of Virginia at Columbus, O., has been 
given honorable mention by his company 


for the excellent record made on his 
debit this year, one that is seldom 
equalled. Mr. Putnam has been with th 


company two years and in his first yea 
earned an appointment as assistant, re 
signing that position this year in order 
to return to personal work, the year's 
achievement being the result. Not only 
has he made the following showing, but 
he has the lowest record of arrears in 
his district. 


Net Net Col- 
Yearly Weekly lection 
1927 Weeks Incr. Incr. Pct. 

Feb. 7 1 oe ‘ 100.6 
Feb. 14 4 166 166 108.6 
Feb. 21 3 291 125 108.8 
Feb. 28 4 385 94 107.8 
March 7 5 566 181 106.9 
March 14 8 662 96 106.5 
March 21 7 839 177 105.9 
March 28 x 932 93 106.5 
April 4 9 i071 139 106.1 
April 11 10 1267 196 105.6 
April 18 11 1455 188 105.0 
April 25 12 1547 92 104.4 
May 2 13 1691 144 104.2 
May 9 14 1807 116 104.1 
May 16 15 1927 120 103.6 
May 23 16 2026 99 105.0 
May 30 17 2171 145 104.6 
June 6 18 2341 170 105.4 
June 13 19 2448 107 104.9 
June 20 20 2576 128 104.6 
June 27 21 2688 112 104.7 


Ennis Eureka-Maryland Director 


The Eureka-Maryland has elected 
Robert B. Ennis a member of the board 
of directors. Mr. Ennis is secretary ot 
the Arundel Corporation, a nationally 
known contracting organization and is 
also president of the board of election su 
pervisors and a director of the Sun 
Mortgage Company 
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ASSOCIATION BOARD MEET Sfthe sales congress to be held either in 
January or February, 1928 A member- ou an e 
E P : ship campaign, now in full swing, has 
Chicago Organization Plans Good Pro- | already increased the membership to 
gram for First Fall Meeting— | mor — ee — of this time las¢ 
7 year 1e Members roal is set : 5 i ici 
Semmaitees Anedinted ‘ hip goal is set at 85. | Continental Policies because they 
e 
rt nie : a as aos ; Los Angeles At the dinner-meeting of cover all lines ol modern Life 
1c poard ol directors ot the Chicago | the Los Angeles association last week ° 4 
\ssociation of Life Underwriters assem- { President Van Winkle said that the Insurance, including 
ed this week for the first meeting | SPe#kKers’ bureau of the association is be 
since President S. T. Whatley’s return | '"* er ee Se Sresie oe Participati 
: > . (jeorge yars, vice-president of the Na 1 n 
from Europe. . : ' : 8 
a ; ; , : tional association and California super — ° 
\n unusual attendance was noted for | yisor of the Phoenix Mutual Life, and Non-Participating 
, summer meeting, nearly every member | Will G. Farrell, of the Penn Mutual Life 
of the board being present. This is an | and will shortly be in active operation Non-Medical 
indication of the spirit of cooperation | An announcement of interest was to the es . 
shat pocenile, effect that the association Slane te beatin New Policies for Children on Annual Dividend Basis 
The future program of the associa- | i" the near future the publication of a : a, 
tion was discussed, and apropos of this a oy ne oy - 2 pie er nga 
> . 1. 4 : . lateria o interes ) “Very e ader- . 
President W hatley appointed eaelenn | SESeIe Of Caterers Se etary Ey watee- Low rate Non-Par; Preferred Risk Annual Dividend 
committees and their chairmen, namely: | without charge t ach member of 
n' 4 ’ : y. 10 ’ t oO e: » er of the 
Finance, | A. FE. Patterson; business | association President Van Winkle an- Sub-Standard 
Se ze a Chase; = Se aaene or ano te ncn eee = Accident & Health 
Na ; orrady; acquaintance, Byron eatcent © © NAUONA! ASSOCIATION ant 
C. Howes: educational, E. C. Platter; | #!8° Past President of the Los Angeles Group 
membership, William M. Houze; pub- | Seicrate ta — been appointed official ‘ 
licity, Samuel Heifetz. ia of the Ha- Salary Savings 
Other business included the admit-! pr GRY fr of fi i ili i 
r a é r. G. B. Van <Arsdall, chief of field ; 
tance of 22 new members. The program | instruction of the Equitable Life of he Disability Benefits, Dismemberment Benefits, Major Sur- 
committee promised “something un- | United States, delivered his address on gical Operation Benefits, Double Indemnity. 
usual” in a speaker for the association's | “Partnership Insurance and Business.” = : 
opening fall meeting. | Dr. Van Arsdall outlined briefly the Age Limits Birth to 65, Full Insurance Benefits from 
From all reports Chicago expects to | oe _ ee ye citing Age S. 
have a large delegation at the conven- | prorsinent business mon in the United ici i i 
- es ~— Nnven- | prominent business men in the United - ici 
tion of the National Association of Life States. He a arte ~ nM a a or All Non Participating Life and Endowment Policies may 
Underwriters at Memphis Oct. 12-14. correlated activities of business how key be exchanged for annual dividend policies at end of 
xk «x x men become so valuable that the risk of twenty years without additional cost. 
. . ial , , he loss of future earnings through the 
Boston—A general summary of the re- w . & 
cent seven weeks’ life insurance train- death of such men is a hazard that pre- Favorable Rate of Interest allowed on trust funds and 
ing course conducted in Boston under the | “#¥tion demands should be protected and | instalment settlements. 
auspices of the Boston association shows that this can be done only through life 
that the 80 life underwriters wrote a os it actheaatatas 
total of paid business in general solicit- 4 . 
ing during their course, as a part of the San Francisco—For the purpose of We hav e openings tor General \vents 
requirements, of $2,322,845. Classes were | finishing up the details incident to the at various p ‘int > So tat 
conducted five mornings a week and spe- | Tetiring administration of the San Fran- , ; — oe oa 
cial conferences were held during cer- | Cisco Life Underwriters’ Association, | 
tain afternoons, which left but a small | Retiring President Roy R. Henderson 
portion of the time for solicitation called a meeting of the officers and ex- Write Pre . rr 
core st Se Gas tr seinen. | cue casmemmen tet Schaar. A ite us trankly what territory vou would like, 
tive Weekly production during the entire | meeting of the new officers and execu- and we will let you know whether it is open 
seven weeks It was found that the av- | tive committeemen was held Thursday of 
erage value of a call for 80 students was this week This meeting was called by 
$4.87. The average value of an inter- | President-elect Arthur S. Holman for the 
view was $11.90 and the average number | PUTPOSe of formulating plans for the Ag ne \ Di partment 
of producing students equaled 45 or 57 coming year It is planned to hold the 
percent of the total enrollment first full meeting of the association the 
The students of the course in complet- latter part of September. . . 
ing the training organized a permanent * C t t 1 | f I 
alumni association with Ralph E. Clark Baltimore—Roger B Hull who re- on inen a 1 e nhsurance oO. 
of the Connecticut Mutual in Boston as ntly took office as mana : . } ain 
i ce ’ ok office as anagin lirector ; 
president and William E. Collins, Jr.. | end general counsel of the National As- s t Louis 
nega secretary of the Boston associa- | sociation of Life Underwriters, will be 
ion, as secretary. the speaker at the next meeting of the dm iden 
. k Baltimore association on Sept. & E und P. Melson, Presi t 
Tulsa, Okla—H. F McDowell was * 
elected president of the Tulsa associa- North Texas—The North Texas asso- 
tion at a recent meeting, with Mayfield | ciation will meet in Dallas Sept. 8% to 
Huff as vice-president and Walter L discuss representation at the National 
Ditzler as secretary-treasuret The as- | association convention to be held in 
sociation is centering its activities about | Memphis 
NEWS ABOUT LIFE POLICIES a: 
| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in a plan for the building 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- of this Company. 
LA rT . . . g gq 
ee = Pa =. acer Annually in May and April respectively. 
» $4. an OO respectively. 4 
Taare sca WE KNOW YOUR PROBLEMS; THEREFORE 
’ y 
ite Cs tie siduts tin Gallia ty Sstineniiny ele ok WE CAN MAKE IT PROFITABLE TO YOU 
The New York Life has instructed its ric oc sengy Al yom nap Agnae thereof | 
tkents that, regardless of the rules t t in 1 noon 4 oe age = er | 
tects ° . 3 - ie a *: t es al Siates let ‘ the ruiing is 
- —_ d ~~ a = hems “ not provided explicitly by law If you are looking for 
it i s sti es s © i wad ee im E . ec 
the future will be to consider as a re- . . ‘ - ee : 
bate the accepting of premium notes . . aioe 
Which do not bear the legal rate of in- Midland Life 
terest. Agents who take notes in pay- The Midland Life of Kansas City has 
ment for all or part of the first premium | announced the issuance of new pe 
so on their own responsibility, since replacing some of the older policies and 
the company does not accept notes in | adding others to its line First, is ar 
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ast September, which called on the (demand for a low rate competitive form President Vice President and Generel Manager 
Various commissioners “to rule that no | of policy ' 














ua. 
uit 


LB] La ar. 


PROVIDENT BUIL —_ 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 


lowa 
Illinots 
Indiana 
Ohto 
and 


Penn 


sylvania 


Write today for particu- 
lars about our liberal] 
agency contracts. 


Te DROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of 4 hattanooga. Tenn 
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INTERESTING IS SEEN 

remarkable that the two 
companies, and in 
companies in 
virtu- 


It is 
greatest 
fact the 
the world, 


quite 
industrial 
two greatest life 
should have grown up 


NATIONAL 


} 
| 


| of the 


| Christian?” 


ally side by side, the Metropolitan in 
New York and the Prudential in New- 
ark, a few miles away. Those two cre- 
ative geniuses, John R. Hegeman and 
John IF. Dryden, were men of different 
molds, and the rivalry between the two 
companies was always in the field rather | 
than at the home offices. And yet there 
was always no doubt about a certain 
rivalry between Mr. Dryden and Mr. 
Hegeman. Here are two companies, by 
the way, which have at the present time 


for their presidents just as outstanding 


personalities as were the great men who 
laid the foundations. Many consider 
Haley Fiske of the Metropolitan the 


outstanding personality of the life insur- 
ance world, in fact he is almost an in- 
stitution by himself, but it must be said 
President E. D. Duffield is just as 


much the president as is Mr. Fiske 


| While the Metropolitan has more insur- 


than the Prudential, it is a 
considerable satisfaction to the Pruden- 
tial, no doubt, that it has more industrial 
business than has the Metropolitan. 


ance in force 


STATUS OF BUSINESS 
sales are 
largest 


There 


slowing up a bit 


is no question that life 
[wo of the 


companies report this condition and 
doubtless the others would say the same 
if they were seen. At the same time one 
company reports that agencies not far 
apart and apparently working under 
similar conditions will show one a good 
increase and the other a marked de- 
crease. Of course many agencies will 
go on with their usual increases in spite 
of harder conditions generally. A prom- 
inent company official ascribes the 


instalment business 
of instal 


tightening up to the 
He says that the opening wide 


|} ment selling in many important indus- 
tries a while ago undoubtedly created 
easy business conditions for a_ time 
Now that people have once again set 
tled into their normal stride of buying, 
instalment or otherwise, and are mak- 
ing their payments on old contracts 
there is no longer any more than nor- 


alment or for 
much, due to 


either on inst 
not so 


mal buving 


cash, and possibly 


| the payments still due on old purchases 
hile 


buving did bring 
predicted for it 
business of 


instalment not 





ire catastrophes 
e good effects on 
a big sudden increase 
about worn off. 


general 


of purchases has 


RIVALRY IS MORE SUBDLED 


between the 


much 


, 
there 1s any, 


and Prudential, is 


Rivalry, if 


Metropolitan 


more subdued and friendly than in the 
earlier days. The presidents are on a 
friendly personal basis and are said to 
ndulge in more or less good-natured 
chaff with each other. Mr. Fiske has sat 


platform with Mr. Duffield at 
Prudential meetings, and Mr. Duffield 
as appeared at meetings of the Metro- 

litan. Incidentally, Mr. Fiske is one 
leading laymen of the Ey 


or the 


: | 
mscopa 





Church, whereas Mr. Duffield is officially 
connected with the Presbyterian Church 
In the recent drive for $15,000,000 as a 
retirement fund for Presbyterian min- 
ister Mr. Duttield did as much as any 
one man, perhaps, to make the campaign 
a suCcCEeSsS 
‘I ollowing story has been told re 
yardi Fiske and Mr. Duffield 
ine t is actually true or not 
it > to pass by \s it goes, 
the itan was once holding a 
eeting of its field staff and had as one 
its platform speakers a revivalist of 
ne sort who at the close of his talk 
stepped down off the platform and be 
van working through the crowd asking 
this man and that, “Are you a Chri 


tiar ” While he was speaking a big man | 
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ing nor yet of a 
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wandered in and took a seat at the back 
hall. When the revivalist got 
him he asked him his usual 
“Are you a Christian?” “What 
that you said?” asked the big man. 
revivalist repeated, “Are you a 
The unexpected answer 
was, “Hell, No!” The revivalist, scared 
a little, said no more but worked his 
way back to the platform and remarked 


down to 
question, 
was 


The 


to one of the junior officers, “Do you 
see that big man in the back of the 
hall? You know I went up to him and 
asked him, ‘Are you a Christian?’ and 
what do you think he said? He said. 
‘Hell, No.’” “Why, there must be some 


that,” said the official. 


He is Presi- 


mistake about 
“Do you know who that is? 


dent Duffield of the Prudential. You 
must have misunderstood him. You just 
work back his way again and ask him 


the question over again and see what he 
says.” So the revivalist worked down 
the aisle again and asked the question 
again of Mr. Duffield, who replied: “Is 
that what you asked me when you were 


down here before? I thought you asked 
me, ‘Are you Fiske? 
If the story is true, doubtless Messrs. 


Duftield and Fiske had a good laugh to- 
gether the next time they met. 


* 


DR. STEVENSON—ALWAYS FIT 


During these hot days it is a pleasure 
to drop in on Vice-President John A. 
Stevenson of the Equitable, who always 
looks especially fit and in trim no matter 


how hard and long a trip he may have 
just taken out in the field. Dr. Steven- 
son is a hard worker and there never 
seems to be a time when he does not 


enjoy it. He is a man of ideas and has 
positive opinions on everything without 
wishing to force them on anyone else. 
And he has had a whole lot to do with 
making the modern Equitable the won- 
derful success it is. 

His close associate, A. H. Reddall, 
head of the publicity department, who 
time ago suffered a breakdown and 
recupe rating, is expected 
but will go easy 
summer. 


has been away 
back shortly for a time, 
on work for the rest of the 


His new book, by the way, covering the 
whole field of advertising for the local 
life underwriter, just off the press ot 
F. S. Crofts & Co. and THe NAtTIoNnal 
UNDERWRITER, is a real knock-out and 


one of the substantial productions of the 
two or three years. Dr. Stevenson 
enthusiastic about it and calls it 
a “convenience” book; in that it has in 
it just what the life man wants when he 
comes to study plans for advertising and 


past 
Is very 


increasing his business. Full announce- 
ment of the book will be made shortly 
but it must be a considerable satisfac- 


that he was able to 
complete it before “he took and got 
sick.” His many friends will wish him 
back again as quickly as possible. ° 


tion to the author 


MUTUAL BENEFIT’S BUILDING 


Speaking of home office buildings, the 
writer had the opportunity the other day 
to go through the Mutual Benefit’s new 
home office structure in Newark with 
Superintendent of Agencies Oliver M 


Thurman, and believes the atmosphere 
and tone of this building is decidedly 
and pleasantly different from any other. 


Perhaps coming over from the big busi 


ness buildings of New York the differ- 
ence is accentuated. From the outside 
the effect is very impressive and there 
is the suggestion not of a public build 


music or art temple, 


but of something having a special pur 
port and a service to the public. It 
comes pretty near embodying the spirit 
of a great mutual life insurance com 
pany. E. E. Rhodes stated that the of 
ficers let the architects have their own 
way with the outside once their require- 
ments were met with regard to the in 
side, which were chiefly plenty of room 


and light. The impression of the inside 
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is just as distinctive as of the exterior. 
Here the first feeling is of a stately old 
home, but this is quickly dispelled by a 
sight of the business-like and extensive 
offices, with scarcely a partition except 
on the officers’ floor; great open, bright, 
airy spaces with room for hundreds of 
clerks all comfortable and _ without 
crowding. But the Mutual Benefit, great 


as it is, has only about 600 home office 
employes, although the building can 
easily take care of twice as many. 


Doubtless many other companies use a 


much larger number of clerks in pro 
portion to their business than does the 
Mutual Benefit. This is due, as Mr. 
Thurman explains, to the fact that the 


Mutual Benefit has always kept life in- 
surance simple, that its average policies 
are fairly large, and also to the fact that 
it has always carefully studied home 
office arrangement and efficiency. 
“STATISTICS ON GOLD DIGGERS” 
; Such is the title given to a paragraph 
in “The World” by the columnist F. P. 
A., once a life insurance man in Chicago, 
in quoting a paragraph from the “New 
York Times” stating that in one com- 
pany an immediate life annuity of $1,000 
a year can be obtained by a woman 60 
years of age by paying a single premium 
of $11,670 while a similar annuity can 
be obtained by a man of the same age 
for only $10,340. Annuity premiums on 
female lives are higher than on male 
lives, it explains, because “female annu- 
itants show a tendency to greater longev- 
ity than do male annuitants. The tables 
of mortality show that women do not 
live longer than the average man, but 
the knowledge that they will receive a 
definite guaranteed income seems to give 
them a new lease on life.” There may 
be something to the reason suggested 
for this in F. P. A.’s comment: “Per- 
haps, conversely, the mortality tables 
show that the average man who guaran- 
tees the definite income worries himself 
to death.” 
* 
DIVIDEND ACCUMULATION PLANS 


This column recently carried the com- 
ment of a leading general agent here 
who asked if there might not be some 
danger in predicating anything upon the 
high dividends at present being paid by 
the companies. More specifically, he 
asked if there might not be considerable 
danger in the practice of pushing ordi- 
nary policies on dividend-accumulation 
plans, representing them to be virtually 
the equivalent of limited payment life 
policies, ifi—and it’s a big “if,” he said— 
present dividend scales are maintained 
over a long period of 20 years more or 
Why not sell limited payment pol- 
icies, he asked, pointing out that pres 
miums are guaranteed to stop at a cer- 
tain time, that they are a uniformly 
fixed charge over the period and provide 
maximum cash values at a time when 
many men have more need of cash than 
protection, their families having grown 
up and gone out into the world. 

Referring to this criticism, underwrit- 
ers here friendly to the dividend-accumu- 
lation idea argue that the whole point 
is this—for the same amount of pre- 
mium a man can buy about 50 percent 
more protection under an ordinary than 
a limited pay life policy and most men 
need that additional protection, particu- 
larly the average man with a family. 
What if dividends don't hold up to the 


less, 


present high level, although it is quite 
likely as not that they will? At least 
there will be no decline great enough 


to have a material effect upon dividend 
accumulation plans. At the most the 
premium-paving period will be extended 
only a short time. Meantime, the policy- 
holder has enjoyed the maximum of pro- 
tection and when the policy is finally 
paid up ~ cash values are practically 
as high as if he had originally bought a 
limited pay "life of a smaller amount. 


GIANT'S DAILY GRIND 


last week when a leading 
producer here ‘phoned the home offices 
of the Equitable Life of New York to 
find out whether the company had de 


One day 
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committee which found 
least wi 


ness practices 


cided to accept a large surplus offered | 
his practices, if not illegal, at 


it on a life insurance line recently writ- 


ten for many hundreds of thousands, he | ethical. This should have suthced for 
says he learned that it had been found | association members. But as things 
stand, the three general agents here ot 


impossible to give the case considera- | 
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tion inasmuch as the committee first had 
to dispose of some 390 previous applica- 
tions, each of which was for $100,000 or 
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ker’s license are reaping a fine har is companys program; but he as an 
one be said have accepted | underwriter should be known 

: S565,668 trom him im the past few “If the book contained merely the 

ths, chapters on circularizing it would be 

a, | OTE than wWoOrth while from the life 
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‘Honestly, It’s the 
Best Policy” 
. 
Securit Y a 
@ When the Mutual Benefit was ATL: AN v Ic LIFE s 
organized in 1845 there were only L 
ange a eading Prod 
a few Life Insurance Companies & ucers 
in the United States. Through “1 
te Wate, Pinice snd Reltenies will gather at their Annual Con- 
of all these years, it has always vention at Spring Lake, New 
, : ’ C 
st safe and secure as a fore ts : > 
ood sate and secure oh Jersey, from September 6th-9th 
most disciple of Pure Life In k ; 
RAR inclusive. 
The Mutual Benefit Life I C Thi 
e Mutua nefit Life Insurance Lo. rhis inspiring meeting is 
Newark, N. J. eee fe 
| , | one of the many attractive fea- 
Organized 1845 : - . 
tures that Atlantic offers to its 
representatives who qualify ° 
. ’ . 
Think It Over: 
The Summer is here, vacations are close by and 
consideration of business changes is deferred until Attr e in 
the Fall. This gives you ample time in which to weigh activ Agency Open gs 
the advantages of life insurance salesmanship as against 
the salaried position in office or shop,—to contrast out- 
doors with indoors, freedom with timeclock, income limited 
. . . “ay J T T 
only by your industry and intelligence with income fixed ATLANTIC LIFE INSURAN CE CO. 
by the market price for clerical labor, mental broadening Richmond, Virginia 
with mental stagnation, business prestige with business 
submission. Consider these things carefully during the 
Summer months, and make up your mind that when Fall - ——— 
comes you will enter the larger life. — — ————— 
The PENN MUTUAL welcomes men and women who The Life In ur t f Vj *_* 
have ideals, are ambitious, and, above all, who are indus- surance ompany 0 irginia 
trious. Incorporated 1871 Richmond, Virginia 
Admitted Assets, Over Filty-One Million Dollars 
° Insurance in Force, Over Three Hundred Million Dollars 
The Penn Mutual Life Insurance Company Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Philadelphia, Pa. Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 
JOHN G. WALKER BRADFORD H, WALKER | 
Founded 1847 Chairman of the Board President } 
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. C., Fla., Ga., Til, Ia., Kans., Md, Mich., 


in Ala., Ark., Dela., D 
D., W. Va. and Wyo. 


inn., N. M., N. C., Okla., 
Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on ay “ 
Life and Endowment plans, thus enabling parents to buy all of 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or oa 
terly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 


Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 


We have o 














You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 

During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 

This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance fidd work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 











EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 
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Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 
T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 
Secretary 





POSE BARRY DIETZ 
President 
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UNDERWRITER 
hard work and intensive personal sales- 
manship. Advertising should never be 
considered by the life underwriter as a 
substitute for hard work. It is not a 
lazy man’s short cut to a lot of easy 
prospects. Rather it should be looked 
upon as a force for getting more out of 
a well-directed day’s effort. The man 
who has enterprise enough to advertise 
has by the same token too much gump- 
tion to sit back and wait for results. He 
works his advertising to the limit, and 
works to the limit himself.” 

Mr. Reddall sees no difference be- 
tween the local life underwriter and the 
distributor or dealer in ordinary busi- 
ness. “Frequent mention,” he says, “is 
made in connection with national sales 
promotion plans of what are known as 
‘dealer helps.’ Providing dealers with 
printed matter, window displays, mailing 
pieces, counter cards, and even selling 
talks and demonstration methods is a 
recognized and important part of a well 
rounded out advertising and selling pro- 
gram. In the realm of life insurance 
this same general principle has been fol- 
lowed, and is now being intensively de- 
veloped. 

Methods Have Changed 


“The days when statistical and tech- 
nical printed matter constituted the en- 
tire scope of the appeal made by life 
insurance companies have gone with the 
buggy and high bicycle, being happily 
succeeded by some of the most effective 
and sales compelling literature issued by 
any business organizations. This ‘can- 
vassing material,’ as it is known in life 
insurance vernacular, is distributed 
freely to the agents of the companies as 
dealers. It is moreover supplemented 
by correspondence courses and training 
classes in which the field man is in- 
structed in policy analysis, adapting polli- 
cies to meet various human needs and 
in modern salesmanship methods. It is 
doubtful whether the selling staffs ot 
any other large industries are as well 
served in the line of dealer helps and in 
training as is the great body of life 
underwriters from the home offices of 
the companies represented.” 

Some of the chapters of Mr. Reddall’s 
book treat the following: 

“Should the Local Life 
Advertise?” 

“What Will Advertising Do for the 
Enterprising Life Insurance Represen- 
tative Who Is Willing to Attempt It?” 

“Recognized Advertising Methods.” 

“Tying Up the Advertising with 
Home Office Plans.” 

“Taking Account of Local Conditions.” 

“Direct Mail Advertising.” 

“Advantages of Direct Mail Advertis- 
ing to the Life Underwriter.” 

“Tips on Direct Mail Advertising 
When Conducted Entirely by thé 
Agent.” 

“Follow-up 
tant.” 

“The Collection of Life 
Sales Letters.” 

“Newspaper Advertising.” 

“How the Edward A. Woods Com- 
pany Utilizes Newspapers.” 

“Miscellaneous Advertising: Novelties, 
Calendars, Blotters, Telephone Call 
Cards, Window Displays, Booths and 
Exhibits, Auto Signs, Policy Wallets, 
Stereopticons, Posters.” 

A particularly pleasing feature of the 
book is the large number of illustrations 
and reproductions. Mr. Reddall gave 
this his special attention and had the 
printing of the book done in New York, 
where he could supervise it personally. 
In its pages will be found many stimu- 
lating ideas and plans which can be 
turned into new business. 


Underwriter 


Calls Especially Impor- 


Insurance 


The book may be purchased from Tue | 


UNvDERWRITER Company, 420 
Cincinnati, O. The 


NATIONAL 
East Fourth street, 
price is $4. 


Rockwell Opens School 
Dr. Charles J. Rockwell started his 


special class in life insurance salesman- 
ship at the University of 
Monday. More than 
enrolled 








Cincinnati 
70 persons were | with the 


} 


August 26, 1927 


CLOSED CONTRACTS ILLEGAL 


Attorney General Holds That Frater- 
nals Are Limited to Assessment 
Policies Under Kansas Law 


TOPEKA, KAN., Aug. 24.—A ruling 
that fraternal societies in Kansas will 
not be permitted to issue closed con 
tracts has been made by William A 
Smith, attorney general, and may bring 
about a test suit to determine whether 
or not the ruling is to stand. The rul- 
ing was made to Commissioner Baker 
at the request of the Kansas Ancient 
Order of United Workman, which pro- 
posed to offer closed contracts to pol- 
icv holders. 

The plan proposed by the fraternal 
order was that policyholders could buy 
either the ordinary fraternal policy or 
they could buy the closed policies when 
they joined the orders. The closed con- 
tracts would not permit of any assess- 
ments being made against the policies 
in any year, each policyholder .paying a 
definite amount in premium each year 
and subject to no additional charge. The 
attorney general held that the law relat- 
ing to the organization of fraternal so- 
cieties did not provide for any closed 
contracts.and the societies were organ- 
ized entirely upon an assessment plan. 
He thought that the law did not con- 
template the operation of fraternals 
upon a closed contract basis. 





I. G. Londergan Apprehended 


Ivan G. Londergan, former president 
of the Medical Life of Waterloo, Ia., 
and of the Insurance Loan & Invest- 
ment Co. of the same city, is under 
arrest at Fargo, N. D., charged with 
using the mails to defraud in connec- 
tion with an alleged stock selling 
scheme in which he is said to have 
swindled buyers of the stock of more 
than $900,000. It is reported that 
through the investment company Lon- 
dergan sold large blocks of stock in 
the company at $7 and $7.50 a share 
when the par value of the stock was 
$1. It is reported that during its activ- 
ity the Medical Life wrote more than 
$11,000,000 of business and that the 
policies were sold the Royal Union Life 
of Des Moines, la. Postoffice Inspector 
H. D. Allen, Waterloo, Ia., states that 
Londergan negotiated the sale and re- 
ceived only $25,000 for the policies, 
which was all stockholders of the Med- 
ical Life realized. 


More Suits Against Bankers Life 


The Bankers Life here 
named defendant in two more suits filed 
in district court at Marshalltown, la., 
by holders of the old assessment poli- 


has been 


cies. The suits are in the names of 
Henry A. Tuttle and Joseph R. Coffin. 
soth plaintiffs ask damages to the 


amount of $2,000 each, the face value 
of the lite insurance policies held by 
them. Their complaint is that when the 
Bankers Life became an old line com- 
pany in 1911 its rate was made subject 
to large increases, and that this was 
done this year and therefore the policies 
have been damaged. Mr. Tuttle is 74 
years old and Mr. Coffin 82, according 
to the petitions. They are now unable 
to obtain insurance in any life insurance 
company. Mr. Tuttle’s mutual policy 
was issued in 1900 and he has paid more 
than $1,000 in premiums he declares, 
while Mr. Coffin was issued a policy in 
i1§81 and has paid more than $1,500 in 
premiums 
Will Discuss Kansas Code 

The National Convention of Insur- 
ance Commissioners has invited John 
Smith, assistant commissioner of Kan- 
sas, to discuss before the convention at 
the fall meeting next month the new 
Kansas insurance code. Mr. Smith was 
not a member of the commission but 
was assistant superintendent of insur- 
ance at the time and had much to do 
detail work of drafting the 


new code 
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T, lk Th S f ll Fi lite msurance How does that sound t $500 a year. Capitalized at 5 per cent, 
Sales a at uccessrfu Vy its you?” $6,000 represents $120,000, That is what 
: you are worth to your family.” 
Character and Needs of the Prospect bein Prospect—"But, man, do you mean 
of Complete Diagnosis that I should carry $120,000 of life in- 
Is Essential to Getting Application a See SS Oe Se ee one , 

information upon which to "tens a com Agent—"“No, because you can't. But 

HE most vital element in any in-| Every insurance agent that I have | plet ¢ diagnosis, but I can illustrate what | your $15,000 is too far below full cover- 

"[ surance transaction is the sales talk | talked to tries to argue me into buying | ! mean to you anyway. age for a man Of your carning power 

and it is also the most variable. A} more insurance, and | have more than Prospect—"“Go ahead.’ You could provide a clean-up fund of 

signed application is the result of many | enough now.” Agent “When the time comes that | $5,000 and leave enough to assure your 

contributing causes but in most cases Agent—"If you will give me a frank | }OUF assets are converted into an es- | self that your family will never be in 

it is largely the product of a sales talk statement of your financial situation and tate, you are taken out of the picture, abject want i you wen taken awa) 

that successfully fits the character and what you would like to accomplish by and no pence how well your affairs are | You — provide them with an income 

needs of the ‘particular prospect the underwriting your plans for your fam arranged, you will be the cause ot some of $150 a month, besides leaving your 

agent is interviewing. As a fine exam- ily, | will guarantee to you the peace of pace That expense will ae See | eee, eee eee encumbrance, and 
vle of the success of this method, C.| mind that you do not now have regard the method of your departure Suppose still not le over insured 

Floyd W. Carlson, agent of the Union ing the insurance you already carry, | “© 543 that it will require $5,000 amply Prospect Phat is very good in cas 


to care for all expenses and the ready | should die but | intend to live.” 


Central in Minneapolis, gives the fol- , and 1 assure you that my suggestions, t 
| cash to meet vour family’s needs until 


lowing typical interview: whether they are to take on more in- ‘ ' 
Prospect—"You are the fifth insur- | surance or to discontinue some you now | *U°" Sie es all a a nished affairs Insured Builds Sinking 
ance man to call upon me this morning. | carry, will be from your standpoint and | °° straig —~ out. That is conserva- Fund for Himself 
| have more insurance than I can pay not mine.” ED oaene Saoee wer , a 
for, and I am not in the market.” Prospect—"“That sounds fine, and | Bt pata Yes, that sounds reason \gent But, my friend, lite insurances 
Agent—"I sell life insurance but that admit that your method at least has the | 4°" is a double contract; there are two 
is only part of my business. Whether distinction ot being a little different.” Leaves Meager Income sntuneer y- vagy to every policy, the on 
or not you are over-insured, your state- \gent My theory is that one wh to Replace His Earnings named by the insured and the insured 
ment indicates that vou are not satisfac- has not a purpose unprovided tor is not himselt Chere is no individual expect- 
torily insured. Have you ever gone over on the market for insurance; a purpose Agent—“Subtract $5,000 from vour ney but the group expectancy is scien 
vour insurance problems with an insur- for every policy and a policy for every | $15,000 and you leave $10,000 to take | tifically established. You pay the just 
ance expert?” purpose.” your place That $10,000, safely in- cost of protecting vourseli in your 
Prospect—"“The trouble with insur- Prospect—"“Well, to get down to! vested, may produce $500 in the form group and incidentally you build a sink 
ance experts is that their hypotheses something definite, suppose my income | Of a” Income You take away %6,000 ing fund for vourseli Deducting the 
and their conclusions are identical. is $6,000 per year and | carry $15,000 of | @ Year trom your family and leave them | actual mortality cost vour contract 
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The Reason 


will interest you if...... 


| 
in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


LE 


TERRITORY OPEN 

In Ohio, Michigan, Dis- 
trict of Columbia, Hest 
Virginia, Georgia, Ala- 
hama and Louisiana. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of participat- 
ing and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of | 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
ycu to join the Gem City Life. 


The Gem City Life | 


I. A. MORRISSETT, | 
Vice President | 











In the Good Old Days-- 


an old man could pick up odd jobs and with 
little assistance he managed to make his living. 


but now-- 


Where has the odd-job man gone? Where is 
the “Jack of all trades” we used to see? In 
this age of highly specialized and scientific 
business there is little demand for his services. 
He is forced to live on the graciousness of his 
child ‘en or friends—if he has any. 


What a field for old-age pension insurance, a 
plan that makes it possible for the young or 
middle-aged man to pension himself. This 
policy is part of the regular equipment given 
Mutual Trust agents. 


Get Acquainted with 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
CHICAGO, ILLINOIS 
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ACTUARIES | 





CALIFORNIA 





Barrett N. COATES 
CONSULTING 
ACTUARY 
364 Pine Street - - San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7296 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
2 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 


NEW YORK 





codward, Fondiller and Ryan 
Consulting Actuaries 
Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Sasteesene — Comoan ies and Associations 
ndged under contract — Office Systems and 
Heorganizations — Insurance Accounting and 














75 Fi Street New York 
OKLAHOMA 
J. McCOMB 


e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


Specialty. 
Colcord Bidg. OKLAHOMA CITY 























H. NITCHIE 
e ACTUARY 
19 S. La Salle St. 
CHICAGO 


1523 Assn. Bldg. 
Telephone State 4992 











INDIANA 





HAH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 











H ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 
ACTUARY 
74 Argyle Bidg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 











NEW YORK 





M* M. Dawson & Son 


CONSULTING 
ACTUARIES 
3 W. 4th St. New York City 


























| urine A 


PAGE) 


investment 


(CONT’D FROM PRECEDING 


shows the safest and best 

the market affords.” 
Prospect—"Life insurance 

but I never considered it an 


ment.” 


Must Take Additional 
Insurance Protection 


Agent—“The primary purpose of life 
insurance is not that of a pure invest- 
ment, but it protects your investments 
and your life value, and as an invest- 
ment it stands every analysis. In safety, 
return on investment, marketability, de- 
nominations offered, spread of risk, in- 


is all right 
invest- 


stalment features, and so forth, it scores 
100 percent.” 
Prospect—"“You have made out a 


What do you suggest? 

Agent—"“Ten thousand additional in- 
surance is a minimum you can safely 
take on. My suggestion is that you give 
me your application for that amount. 
While this is in process, give me all 
the facts in your case and allow me to 
outline a complete coverage for your 
needs.” 

Prospect—"Fix me up $10,000 for my 
wife now, and we'll talk about the 
rest later.” 


good case. 


DR. NOVAK OPPOSED 


TO NON-MEDICAL PLAN 


(CONTINUED FROM PAGE 3) 


company faces the prospect of numerous 
contested claims. It may be noted that 
a number of courts and state insurance 
departments have expressed the opin- 
ion that claimants against non-medical 
insurance companies will be given the 
benefit of any doubt. 
Death Loss Would He Higher 


Our figures indicate that ‘f we were 
to C.spense with the medical examina- 
tion. the additional iosses sustamed 


met by any saving in 
medial fees. The iargest number of re- 
jectior s shewed abnormalities of the 
blood pressure, and heart sounds. 
These abnormalities may exist for many 
years before the applicant is made aware 
of them. The responsibility for the dis- 
covery of these defects, latent causes 
of early mortality, rests entirely with 
the medical department of the com- 


vould not be 


| pany. 


Might Do Injustice 


Another aspect to many cases, worthy 
of consideration, is that applicants ad- 


| mitting a heart murmur or high blood 


pressure will be rejected by non-medi- 


| cal companies but the compulsory rou- 


tine of examinations will show that 


| many of these apparently bad cases are 


so and that either standard 
or substandard policies can safely be 
issued. In this way it is possible to 
avoid unfair withholding of needed in- 


not really 





UNDERWRITER 


surance as well as to minimize the loss 
of good business. 
Geographical Obstacle 


Our conclusion is that non-medical 
ordinary insurance should be reserved 
for the conditions under which it arose, 
namely where examinations were im- 
possible because of the geographical situ- 
ation. Even under these circumstances 
it is questionable whether extra prem- 
iums should not be required. The only 
companies which have had the non-med 
ical plan in operation a sufficiently long 
time are working under conditions and 
with a population different from the av- 
erage American company. 

The staff of this company may hon- 
estly argue that our plan of making uni- 
form and careful medical examinations 
in every ordinary case is the only safe 
and fair plan. 


OLD LINE LIFE HOLDS 
ANNUAL CONVENTION 


(CONTINUED FROM PAGE 5) 
what his income is, and then tells 
what he is worth. The man may 
have a little or no insurance. Mr. Wolf 
asks him how much fire insurance he 
carries on his property, and it is usually 
about 80 percent of the value of the 
property. With the figures on the value 
of the man to his family, Mr. Wolf then 
shows him that he is insuring his prop- 
erty to the extent of 80 percent of its 
valuation, but if he should die his fam- 
ily would suffer a loss of about 80 per- 
cent by his not carrying sufficient life 
insurance. 

Business insurance demands extra 
business information on the part of the 
agent and a thorough knowledge of the 
business insurance contracts, Fox 
declared. The agent is required to sell 
several individuals on the idea as com- 
pared to only one when selling the usual 
life insurance policy. He tells prospects 
for business insurance that they pay 
heavy fire insurance premiums each year 
without any return unless there is a 
fire, whereas they feel the life insurance 
premiums are not necessary and would 
be a burden. This is a fallacy, he shows 
the prospects, because after two or three 
years life insurance policies can be car- 
ried as assets and when the assured 
dies there will be a return on them. E. 
H. Miles, another specialist on business 
insurance with the Old Line Life, en- 
deavors to show, in selling partnership 
insurance, that when one partner is 
taken away the other gets the business 
and the business insurance provides for 
wey family of the deceased being paid in 
casn 


out 
him 


Ix Good Subsidiary 


Accident and health insurance is an 
excellent opening for the sale of life 
insurance, in the opinion of M. N. Green, 
the leading accident and health producer 
of the company, especially when a claim 
is being paid, because the nallerbulber 
is usually receptive to listening about 
the life insurance sales talk if the agent 
broaches it to him. The need for agents 
selling accident and health insurance or 
“salary insurance,” as he termed it, was 
brought out by W. A. Kempf. The life 
insurance agent is depending upon the 
salary of the working man for his in- 
come. Mr. Kempf said that all agents 
know the first thing a man does when 
his salary stops is to let his life insur- 
ance lapse, whereas if he were carrying 
salary insurnace, his income would re- 
main the same and he could continue to 
pav his life insurance premiums. 

The agents and their ladies were 
guests of the company at a dinner and 
theater party Tuesday night. Early 
Wednesday morning they left for Lake 
Geneva where the next two days of the 


rally were spent. The only other busi- 
ness session scheduled was the Star 
Leaders Club meeting on Thursday 


morning 


Stevens Made Assistant Actuary 


Lawrence L. Stevens has been ap 
pointed assistant actuary of the Penn 
Mutual Life. Mr. Stevens has been 


August 26, 1927 


in the actuarial department of the Penn 
Mutual since 1912 and is a member of 
the Actuarial Society of America and 
the American Institute of Actuaries. 
Prior to his actuarial connection he was 
a member of the firm of Stevens & 
Hand, engineers and surveyors in east- 
ern New Jersey. 


POLICYHOLDERS ARE HOSTS 


Franklin Life Conventioneers Are 


Treated to Unusual Experience 
en Route to Estes Park 


DENVER, Aug. 24.—Officials and 
delegates to the annual meeting of the 
Franklin Life of Illinois at Estes Park 
Aug. 23-25 were treated to a unique ex- 
perience, "bene guests of Fort Collins 
policyholders at breakfast there Aug. 23 
The party arrived at Fort Collins from 
Kansas City by special train. Directly 
after the morning meal they left for 
Estes Park, where the three-day session 
was held. 

The principal speakers were Henry 
M. Merriam, president of the company, 


whose subject was “Disability Bene- 
fits” Henry Abels, vice-president: 
Joseph W. Jones, vice-president — in 
charge of agencies; J. Fred Ellis, St 
Louis general agent; A. L. Weir, Illi- 
nois general agent; F. R. Jordan, actu- 
ary; Will Taylor, secretary; Alvin O. 
Merriam, vice-president in charge of 
investments; Claris Adams, secretary 
and general counsel of the American 
Life convention: W. W. Winne, Colo- 


rado general agent of the Connecticut 


Mutual Life, and others. 


YOUR OPPORTUNITY 


A rapidly growing company, on a 


rock bottom foundation, is offering 
Tiod, an unusual op- 


for a short : c 
portunity to men of organizing 
and selling ability. Our State Agent 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 
pany has openings in Missouri, 
Iowa, Illinois and Minnesota. As- 
surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 
first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
ally supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 














WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It’s in your mind. 

If the answer does not satisfy, it will pay 
to learn the advantages of a life underwriting 


contract with Fidelity. 
Fidelity originated the a tnoome for Lule 
forty — i on a 


ag genes —1-y and the “ 
t operates 

eet ore mium basis with more tha © Fy 00,000 + 
assets Sond over $343,000,000 fcsurence in force. 

More than 36,000 direct leads @ year 

from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 
Walter LeMar Talbot, President 








TRAVELING POSITIONS 
OPEN TO MEN 


Middle West. Salary and 
single and members of 


Address Box 127, In- 


Company located 
expenses, Must he 
Masonic Fraternity. 
dianapolis, Indiana. 











POSITION WANTED 


and have had 12 years 
insurance work, three years bein, 
supervisor Desire position as 
assistant to manager of 
B-75, care The National 


I am 33 years of age 
of life 
spent as 
supervisor of 

agents. Addres 


Underwriter. 
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The Direct Agency System a Success 
One Hundred Millions in Force 
THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (19%) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Sec'y. 








THE HOME LIFE 


A Company of Opportunities 


In a recent letter to the Agency Force, Ethelbert 
Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK CITY 

















How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 

ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frolic. 


Ss. T. W H AT LE Y 


General Agent for the 
Etna Life Insurance Company 
Hartford Connecticut 


230 S. Clark St. Chicago, IIl. 
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HOME OFFICE DALLAS, TEXAS 


HARRY L. SEAY, President 
Over $115,000,000 Insurance in Force 


Some very desirable territory still open in its hame state—TEXAS. 
Exceptional Opportunity for the right man in Tennessee, Minnesota, Indiana 
and Oklahoma. 

The Southland’s agents receive wholehearted Home Office cooperation 


For Information Address 
CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 
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An Outing in the 
Adtrondacks 


On the shores of lovely Lake 
Saranac, in the Adirondacks of 
northern’ New York State, a su- 
perb vacation site awaits the 
coming of the Hundred Thou- 
sand Club of the Peoria Life. 
From the far west Pacific coast, 
from the banks of the Rio 
Grande, from the Mississippi 
valley, Peoria Life agents will 
gather to celebrate the fifteenth 
annual outing of the Club. 


In the invigorating atmos- 
phere of the Adirondacks, sur- 
rounded by a charming prospect 
of mountain, forest, and stream, 
there will be opportunity for 














every favored pastime: bathing, 
riding, hiking, boating, tennis, 
fishing, and golf. Peoria Life 
agents who have learned by ex- 
perience to expect the finest wiil 
find the Adirondacks outing fully 
up to the standard of its pred- 


ecessors. 


Strict requirements for admis- 
sion to the Hundred Thousand 
Club, not only for volume of 
production but also including 
high professional qualifications 
and service to _ policyholders, 
make membership a _ genuine 
honor. This Club, as well as 
the Two Hundred Thousand 
Club, Quarter Million Club, and 
a lively program of contests, 
stimulate Peoria Life agents to 
their greatest effectiveness. 




















Peoria Life Insurance Company 


PEORIA, ILLINOIS 




















